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Let NATIONAL Speed Up 
Your Lagging Sales 


No one can dispute the fact that the sale of new automobiles has fallen off consider- 
ably,—but what about second-hand cars? 

Dealers in them report good business, they are literally cleaning-up. As a matter of 
fact at the present time there are fewer second-hand cars available than there have 
been for many years. 


What has this to do with the sale of garage hardware, you ask? A great deal, for every 
car whether new or old must have a home, and every new garage that is built occa- 
sions the purchase of garage hardware. 

In this connection we would call attention to the National No. 800 Garage Door Set. 
It’s a good set to push at this time,—an inexpensive set that will be the means of 
speeding up your lagging sales. ; 

It appeals to the man who is a bargain hunter as well as to the one who is a value-seeker. To the 


former because the value is all he could ask for, look for or obtain at any price; and to the latter 
because, regardless of price, the quality fully meets his rigid and exacting requirements. 


Have you this set in stock? It’s one that you can sell easily and profitably, FOR—it’s built just 
right to work just right and it retails at just the right price. 


Further details and prices on request 





Showing hinge reversed aaa , ;, ' Showing hinge used as a 
and mortised into eI full surface hinge 
jamb for brick with wood con- 
construction. } - struction. 





Illustrating the universality 

of the hinge that is used 

with the NATIONAL No. 
800 Garage Door Set. 
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Americans are famous 

for their smiles be- 

cause they have been 
brought up on toys 
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Introducing Toys Into the Class Room 


The Natural Tendencies of All People to Play Games 
and Enjoy Toys Have Developed the Nation Into the 
Most Healthy in the World—Educating with Toys 


By JOHN A. MCNAMARA 


HE tendency of all Americans 
to play has been the marvel of 
the European visitors to our 
shores. They see us one moment 
working with all the determination 
of which we are capable and the next 
minute playing with an equal amount 
of vim and vitality. The native from 
the Old Country shrugs his shoul- 
ders, indicative of lack of under- 
standing and vaguely wonders how 
we have time for both work and play 
to such generous proportions. 
The psychologist will tell you that 


recreation on the part of Americans 
of all ages has been greatly respon- 
sible for the excellent health of the 
country and its enormous prosperity. 
The mind is kept active through the 
general good health of the players 
and the sluggish liver, so often re- 
ferred to in European countries is 
known only to those individuals who 
do not mix play with their work. The 
returns for the hours spent in play is 
good health to an unlimited measure. 

Those men who have made amuse- 
ment a life’s work and who are the 
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ruling powers of the outdoor amuse- 
ment parks have reported that the 
summer season just past has been 
one of the most successful from a 
financial standpoint of any season in 
the history of the country. Surpris- 
ing facts, considering the loud lam- 
entations of the calamity howlers 
that money was tight and that peo- 
ple were not spending as they used 
to. It proves conclusively that the 
American people will always spend 
money for playthings that are going 
to return to them health and ulti- 
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The evolution of the wheel toys. This is the witching waves that you steer 
yourself 


mately the best things in life. vived and the soldiers in training 
During the recent World War old were taught to play for an hour or 
games of childhood days were re- more each day. During the play 
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hour other things were forgotten and 
the mind was cleared for further jp. 
struction in grasping the problems 
that confronted the more serious 
game of war. 


The Lucky American Child 


Children in this country have al- 
ways had the advantages of having 
the best toys to play with of any 
children of the world. Strong, sub- 
stantial toys and a big variety to 
chose from has always been the lot 
of the parents who have taken an 
interest in the welfare and the health 
of their children. And every year 
brings forth new toys that are es- 
pecially designed to serve the double 
purpose of amusing the child and of 
building up his physique and health. 

The popularity of the coaster 
wagons and wheel toys has been in- 
creased this year in the big cities to 
a big extent. In some sections of 
New York City the boys and girls 
have built their own home-made 
“roller coaster,” and the coaster 
carts and wheel toys have been joy- 
fully rolling down the slide for sev- 
eral weeks. A few mishaps but noth- 
ing of a serious nature have been 
encountered by these youthful man- 
ufacturers, but generally the slide 
has been a boon to the neighborhood 
and incidentally to the hardware 
man who sells the boys and girls 
their wheel toys. 

The fall of the year is the chil- 
dren’s big play time. It is neither too 
cold nor too hot to enjoy the outdoor 
games and sports, and the best days, 
the “days of real sport,” are to be 
found in September and October. 
This is the time that wheel toys, 
kites, roller skates, backyard rail- 
roads, Indian games, tricycles and 
velocipedes and other toys can easily 
be sold by the hardware man, and 














Ray Poore of the Peoples Hardware Co., Gary, Ind., des'gned this window that pretty clearly shows that pe ople 


of all ages are interested in games 
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The Carlisle Hardware Co., Springfield, Mass., is a strong believer in the wheel toy most any time during t/ 


also he can prepare to sell those toys 
that can be used indoors on the cool 
days and the rainy ones. 

Following the fall and the outdoor 
games comes the season of rain in 
many sections of the country, while 
rainy and snowy days will be with 
all of us very shortly. These are the 
days when the children stay home 
and build houses from their blocks, 
backyard railroads are converted 
into indoor railroads, and there are 
hundreds of games that the children 
can enjoy within doors as well as 
out. Dealers should be prepared for 
these days as well as for the glori- 
ous outdoor days of the fall. 


Toys as Educators 


Then, too, toys and games are be- 
coming more and more a part of the 
child’s education. The kindergarden 
for the beginner in school is a great 
help to the hardware man, and it 
should be an easy matter for the 
dealer to co-operate with the school 
authorities in selling school children 
toys. An excellent method that has 
been used in many parts of the coun- 
try is to keep tabs on how the chil- 
dren are getting along in school and 
following this up with a letter to 
the parents suggesting certain toys 
that the children could well use in 
connection with their studies. 

In connection with this, recently 
at an education meeting in Boston 
the use of toys and games was ad- 
vocated for children in the primary 
classes and this to be followed by 
scientific sets and chemical toys for 
children who were further advanced. 

It can be easily seen that toys 
form a big part in the life of every 
individual in this country. The chil- 
dren who are literally “brought up” 


on toys gradually outgrow one, only 
to take up another, and with the 
first pair of long pants comes the 
yearning for the manly sports. 

hen it is but a step further on in 
the ages to the point where the toy 
user of to-day is the golf player; 
the girl who plays with wheel toys, 
roller skates and dolls becomes the 
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newly wedded wife who needs cook- 
ing utensils, washing machines and 
electrical appliances and women’s 
sporting goods. 

As Charles E. Graham has said: 
“Next to the influence of parents, 
church and school on children is the 
part toys play in the development of 
the youth of a nation. 














This idea handed these girls a laugh. 


It is the old barn door commercialized 


to bring happiness to grown ups 
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A corner in the Bartholomew & Co. store, Michigan City, Ind. At this time of the year it is a great drawing card 


“In years gone by toys were na- trained the growing youth for their toys are now made in factories in- 
tive to the home country of the chil- later life. stead of by loving hands of parents 
dren—even to the village where they “That is true of toys to-day, al- or neighborhood workmen. But the 
lived. The games children played though it may be overlooked because effect on childhood is the same.” 
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The first step from the toy for the boy is the manual training tools. The articles in this window were all made 
hy boys in high school. From Jones Hardware Co., Greenville, S. C. 





Seitz Tells of Washing Machine Business 


Secretary of the American Washing Machine Manu- 


facturers Association 


Outlines 


Strides 


Made 


in 


‘Standardization of the Famous Household Necessity 


‘6 ASH day, like the poor, we 
Wize with us always, and 
since the clean clothes prob- 
lem is in every household, there are in 
the United States, 22,000,000 homes 
that represent prospective sales for the 
dealer who handles washing machines,” 
declared B. B. Seitz, secretary of the 
American Washing Machine Manufac- 
turers’ Association, in an address be- 
fore a conference of dealers held re- 
cently in connection with the Pageant 
of Progress, Chicago, III. 

“In discussing the merchandizing 
problem of any industry consideration 
must ke first given to the product it- 
self, how long it has been on the mar- 
ket, what volume of business its sale 
has created annually, what the present 
and future demand is believed to be, 
and the ability of present prospects to 
buy. Volume of sales and a reasonable 
assurance of a continuous demand for 
a reasonable volume are necessary be- 
fore there is real interest and enthusi- 
asm in merchandizing any article, large 
or small, expensive or cheap. 

“In defining the field for washing 

machines we must remember that 
‘wash day, like the poor, we have with 
us always.’ Since the day of beating 
clothes at the river bank the clean 
clothes problem has been ever present 
in every home. We have evolved 
through many changes of method un- 
til we have finally come to the solution 
of that clean clothes problem in the 
modern washing machine. But this 
evolution has taken centuries. One can 
estimate the progress of a country by 
ascertaining how the people of that 
country seek to solve this clean clothes 
problem. Where woman’s drudgery is 
accepted as a matter of course—they 
still gather at the river. 
_ “Since the clean clothes problem is 
in every household—the members of 
which, it is assumed, all wear washable 
clothing—and since there are in the 
United States 22,000,000 homes, that is 
the field, 

_“No matter what phase of man’s ac- 
tivity you turn to to-day, you will find 
that the inventor’s ingenuity has been 
ever busy making the daily toil easier. 
Compare the modern business office 
with its typewriters, adding machines, 
mimeographs, multigraphs, — electric 
typewriters, comptometers and card in- 
dex systems, with the office of a cen- 
tury ago with its goose quills and sand 

xes. To one following agricultural 
Pursuits, the tractor, binder, gangplow, 
threshing machine, drill, cream separa- 
tor and milking machine are a gigantic 
step from the days of the single plow, 
the cradle and the flail. The modern 


shop with its automatics, its electric 
and air chucks, its lathes and jigs, its 
presses and dies, is a far reach from 
that of the anvil and forge. 

“But man’s inventive genius has 
dwelt largely on labor saving devices 
for man and his activities. True, the 
modern range has succeeded the dutch 
oven and the open fire place; the sew- 
ing machine has supplanted the tedious 
hand work of the housewife; the 
vacuum cleaner has taken the place of 
the broom; but the greatest single in- 
vention for lightening the burden on 
woman’s shoulders has been that which 
solves her ever present problem—how 
to have, without drudgery and with 
economy, clean clothes for every mem- 
ber of the family. It is woman’s right 
to demand for her household that which 
will save drudgery, lengthen the life 
of clothing and do much to contribute 
to the health of the members of her 
family. With this thought, the head 
of every household’s management is a 
prospect. 

A Washing Machine No Longer an 

Experiment 

“There are approximately 2,500,000 
washing machines now in use. This 
figures that of our 22,000,000 homes 
one of every nine has a washing ma- 
chine. This is an ideal situation from 
the viewpoint of merchandising— 
enough machines in use to truthfully 
say that the washing machine idea 
is sold and eight-ninths of the 
homes are still an open market. 
And with what rapidity has the 
washing machine spread! In 1916 
there were $7,000,000 worth of ma- 
chines sold; in 1917, $11,000,000; 
in 1918, $24,000,000; in 1919, $50,000,- 
000, the same being the volume in dol- 
lars for one million machines; and in 
1920, $85,000,000, or 880,000 machines. 

“The influence of satisfied users. 
Every dealer knows the trade expan- 
sion quality of a satisfied customer. 
A machine that is giving satisfaction 
sells other machines. The real mer- 
chant keeps an accurate record of all 
his sales, and in the larger cities, a spot 
map showing the location of his sold 
machines, and makes those machines 
silent salesmen for his organization. 

“Washing machines are no longer an 
experiment. Predictions are always 
made in the earlier days of production 
of most articles that the article is im- 
practical, a fad, or that its use will be 
of but temporary duration. These pre- 
dictions were freely made concerning 
our product in the earlier days of the 
industry. Now the practicability, per- 
manency and economy of the washing 
machine is accepted as a matter of 
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course. Formerly a housewife felt that 
she needed to give an explanation when 
she purchased a washing machine. To- 
day the absence of one in the home is 
usually attended by an alibi. 

“Better machines are always pro- 
duced for a buyer’s market. Any in- 
dustry that is manufacturing for a 
seller’s market is handicapped most 
seriously in the obtaining of raw ma- 
terials, inefficiency of labor and by the 
persistent demands for delivery in ex- 
cess of the schedule of production. Our 
industry has gone through this period, 
but never, now that we have reached a 
buyer’s market, has our product been 
as carefully made and as rigidly in- 
spected. 

“Competition is cleaner. The 
methods of a few years ago were most 
questionable. Claims were made for 
machines that to-day would be laughed 
at. This is undoubtedly attributable 
to a general ignorance of the product 
itself. The influence of the Federal 
Trade Commission has worked miracles 
in the ethics of salesmanship. 

“Replacements. Only a few years 
ago all sales were original sales, but 
in merchandising our product to-day 
replacement is becoming quite a fac- 
tor. Machines will wear out. The av- 
erage life is placed at about seven 
years, so here again the value of sales 
records by card and index system will 
be worth their keeping. 

“Standardization of guarantees. In 
merchandising machines in the earlier 
days of the industry the dealer was 
forced through offers of competitors to 
make guarantees that were unjustifi- 
able. Of course, the guarantees of 
long duration led to enormous servic- 
ing costs. To-day there is an almost 
universal uniform one year guarantee 
issued. : 

“The channels of distribution are 
more sharply defined and understood. 
In the pioneer days of our industry 
there was a feeling by most every mer- 
chant selling our product that washing 
machine distribution belonged solely to 
them and he resented mer- 
chant of a different line take on wash- 
ing machines. To-day it is generally 
accepted by the hardware merchant, 
the furniture dealer, the specialty shop 
man, the department manager, 
the electrical contractor dealer and the 
public service corporation salesman 
that he has no sole patent for the dis- 
tribution of appliances and that he will 
stay in the game only so long as he 
gets results.” 


sales 
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Washing Machine Publicity 
Mr. Seitz then spoke about the effect 
advertising had on the 


has sale of 
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washing machines and stated that “it 
can be truthfully stated that no spe- 
cialty in recent years has been given 
the publicity that the washing machine 
has received. 

“The educational advertising of com- 


mercial laundries. This may sound 
like a paradox, but the fact still re- 
mains that the importance of sanitary 
washing, of family unit washing and 
study of fabrics that has been given 
such publicity by the commercial laun- 
dries and laundry owner associations, 
has reacted much to the benefit of the 
washing machine idea. 

“Scarcity of household servants dur- 
ing the war. It is estimated that the 
servant scarcity during the war gave 
at least a ten-year impetus to the de- 
velopment of our industry. It forced 
housewives to consider the clean clothes 
problem as never before, that is, by 
personal contact with the actual solu- 
tion. In addition it gave greater dig- 
nity and self respect to doing one’s own 
work in one’s own home. 

“The increasing interest of home eco- 
nomics groups. Up until a few years 
ago, great stress was laid by home eco- 
nomics teachers on cooking and sewing. 
Recently they have become actively 
concerned in the clean clothes problem 
as solved by laundering at home. The 
instructions received by the girl study- 
ing home economics in the university, 
college, normal school or high school, 
are becoming powerful factors in carry- 
ing the use of washing machines into 
the home. A number of our leading 
universities are now conducting re- 
search work on the subject—Launder- 
ing at Home by Means of a Washing 


Machine. They are studying waters, 
soaps, water softeners and washing 
methods. The educational value and 


the far-reaching effect of this is ines- 
timable. 

“The help of women’s magazines,” 
Mr. Seitz said, “has been of material 
assistance. 

“The work of the Society for Elec- 
trical Development. This organization 
has not overlooked the importance of 
electrical appliances, and their splendid 
staff is contributing much in the way 
of publicity through hundreds of news- 
papers throughout the country. Elec- 
trical pages which appear in many of 
our leading papers weekly, owe much 
of their copy to this Society. 

“Government Aids. The Govern- 
ment has an organization which places 
in a great many counties of the vari- 
ous states a home demonstration agent, 
whose duty it is to advise with women 
on household problems. The women of 
the various counties are organized in 
clubs meeting at regular intervals to 
study matters of household manage- 
ment. During the current year, one of 
the major subjects of that study is the 
home laundry. This is creating mar- 


kets for the present and future. 

“The low cost of a washing machine. 
It has been proven time and time again 
that there is less spread between the 
factory cost and the cost to the buyer 
of a washing machine than of any other 
specialty. 


The public is just now be- 
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ginning to realize that there has been 
no profiteering in our product either 
during the war or since, and it is a 
powerful argument in present day 
sales. 

“Installment payments. The agency 
of selling on the part payment plan is 
available to every dealer, and each 
month sees an increasing amount of 
machines sold by this convenient plan. 
It makes possible sales that could not 
be made on a cash basis, 


Merchandising the Product 


“The following suggestions are of- 
fered as admonitions which, if followed, 
should result in a larger number of 
sales. 

“Know your product and the most 
approved washing methods. A mach- 
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WASHING MACHINES 
AND PAINT 


The customer who has a 
washing machine usually 
> has a clean, well-painted - 
kitchen or wants one. It is = 
the dealer’s chance to sell = 
more paint. Next week we 
have special paint articles. 
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ine is not well sold that is not well used 
and intelligent salesmanship will re- 
sult in the lessening of servicing costs. 
There have been too many machines 
poorly sold. Perhaps that is a curse 
of a seller’s market, but instructions on 
not only the mechanical features of 
the machines, but on the washing meth- 
ods too, will save the number of sub- 
sequent calls at the home of the pur- 
chaser. Again it must not be ignored 
that a poorly used machine, which 
makes in the end a dissatisfied owner, 
will more than offset the advertising 
advantage that comes from a score of 
perfectly satisfactory machines. 

“The foolishness of knocking your 
competitor’s machine. So much has 
been said in recent years of the folly of 
knocking, and such stringent rules have 
been laid down by the Federal Trade 
Commission, that it is perhaps unneces- 
sary to more than mention this point. 
Of course your competitor’s machine 
will wash. If it didn’t it wouldn’t be 
continued and couldn’t be sold. To 
throw a cloud of doubt around a com- 
netitor’s product will engulf your own. 
The normal buyer when he hears the 
other machine overly criticized has an 
instant desire to go to your competitor 
and find out what is wrong with your 
machine, 

“Heroic Sales Efforts. Much has 
Leen said about the buying public in 
these hectic days, but the fact remains 
that during the last eight months it 
has been proved concerning our prod- 
uct that the results justify intensified 
sales effort. Thomas A. Edison re- 
cently issued the following statement: 
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‘I have been through five depressions 
during my business life. They all act 
alike. This last one acts like all the 
rest. The men, who, if business fel] 
off 66 per cent, increased their selling 
effort 75 per cent, managed to pull 
through as if there were no depression, 
and the efforts of such men tend to 
shorten the periods of depression,’ 
The dealer who believes that he can 
make no sales due to the slump in busi- 
ness, is licked before he starts, but the 
dealer who studies local conditions, 
who keeps informed on the increase in 
the saving deposits of his local banks, 
and if it is an industrial section, notes 
pay days and the size of pay-rolls, who 
notes the time of the marketing of 
crops, who makes a prospect list of the 
salaried people of his community and 
plans his intensive selling campaigns 
accordingly, can do a 1919, if not a 
1920, business. 

“Continuous sales effort throughout 
the year. Experience has taught the 
necessity of a more or less even dis- 
tribution of sales effort throughout the 
year. Washing machines are not a 
seasonal product, and the dealer who 
treats it as such will find an added cost 
of doing business; i.e., the expense of 
getting ready for another spasmodic 
sales effort. Keep hammering and the 
iron will stay hot. Every time inter- 
est is allowed to lag and sales drop 
off, all of the preliminaries which cost 
time and money have to be gone 
through with again. 

“Make sold machines sell others. The 
saturation point being so far removed, 
merchandise your machine with the 
feeling that every satisfied customer 
obtained now can be made to bring in 
at least three additional sales. It is 
an endless chain proposition, in which 
you have eight-ninths of the total num- 
ber of homes to draw from. Partici- 
pate also,” Mr. Seitz urged, “in all 
local electrical activities, 

“Encouragement to installation of 
farm lighting systems. There are 6,- 
000,000 farm homes in the United 
States. Until 1921 about 100,000 farm 
lighting plants were being installed 
each year. Every home so equipped is 
on the market for appliances. 

“Home building plans. See that ade- 
quate electric outlets are provided in 
these homes to make possible the use 
of appliances, and see to it, particu- 
larly, that the model home has a com- 
plete laundry room. 

“Service. And ‘finally there abideth 
salesmanship, prospects and service, 
but the greatest of these is service.’ 
Without efficient and prompt servicing, 
merchandising appliances cannot long 
continue. While the cost of servicing 
can in most cases be materially re- 
duced, it cannot be eliminated. But in 
the final analysis what merchant would 
want it entirely done away with ?-for 
that occasional call is of great impor- 
tance in building up the prospect list 
in that neighborhood. 

“May we not borrow the Rotarian 
motto and say that in all our mer- 
chandising ‘He profits most who serves 
best’?” 
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Every Healthy Human Desires Exercise These Days 
and the Sporting Department of Your Store Should 
Always Be on the Lookout for Helping This Hobby 


T would seem likely that a man 
would buy what he needs before 
he buys what he wants. 

But actually that is probably not 

true. 

Necessity is not as important as 
desire in our scheme of living. Look 
at the men who allow their hair to 
grow until it forms fringe around 
their collars and then visit the bar- 
ber only because friend wife insists 
upon it. Look at the men who wear 
shoes until the heels are run over. 
Consider the carbon-filled motors, 
the houses that need painting and 
any number of other examples of 
things needing attention but not get- 
ting it. 

But let a man or a woman or a 
child really desire something, for 
pleasure or enjoyment, and mighty 
little time is wasted in getting it. 

If the stores of the country had 
to throw out all luxuries and niceties 
and confine their stocks to actual ne- 
cessities, most of them could move 
into one room and the business of the 


nation would settle down to alarm- 
ingly small figures. Even in our eat- 
ing, we base our purchases on de- 
sire and not want. Eggs, milk, bread, 
meat, potatoes and oranges would 
probably keep a man husky and 
healthy but the grocer takes more 
money for fancy fruits and vege- 
tables, special package goods and 
knick-knacks than he does for these 
plain foods, which make up the essen- 
tial element of our eating. 

Women would not suffer if they 
wore plain gingham dresses and cot- 
ton hose and knit underwear, but 
stores are going right along selling 
silk hose, silk and satin dresses and 
silk lingerie. Men might get along 
with overalls but they do not, and 
they never will. 

The sale of sporting goods is a 
striking example of how pampered 
our tastes are and how successful 
the sale of unessential merchandise 
is. This has been one of the great- 
est sporting goods years the trade 
has ever known. Despite depression, 
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bats and balls, flies and reels, sticks 
and bags have sold in larger amounts 
than ever before. The public has 
not denied itself the implements of 
recreation. And it never will. Hard 
times do not kill the play instinct. 
The call of the great out of doors is 
just as plain as ever, the siren voice 
of recreation is just ae sweet and al- 
luring as in the past. 


Money for Recreation 


League baseball parks have had 
greater crowds this year than in any 
other since the days of Rusie and 
Pop Anson. People have found the 
money to have a good time. Cot- 
tages have been filled at the lakes, 
and a visit to the bathing beaches in 
our large cities show them thick 
with playing humans. 

The hardware store is, in the main, 
a store of necessities, yet it, too, 
caters to the play and luxury in- 
stinct of the human family and rolls 
up a mighty nice volume of business 
in making pleasant and bright the 
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pathway of life. Toys, electrical 
goods, auto accessories and many 
things handled in a hardware store 
are, to some extent at least, not pri- 
marily essential to the existence of 
man, yet they are important factors 
in building up a man-sized total of 
business. Sporting goods are not 
necessary. Men would live without 
their golf, they would keep on 
breathing if they never fished and 
the bath tub would keep them clean 
without a dip in the surf. But men 
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piece of bait and he isn’t quite sat- 
isfied until he owns it and dips it 
into the deep. 

Then after fall fishing comes win- 
ter fishing, with its ice houses and 
the hole in the ice. The real son of 
Isaac Walton knows no season. He 
fishes from January to December. 


The Football Season 


And fall brings its hunting de- 
mands, when coats, and guns and 
ammunition go into first place in 
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“We never regard any month a 
poor month or any season an off 
season in sporting goods,” says M1 
McKee. “We are pushing them all 
the time and selling them all the 
time.” 

Windows are regarded as one ot 
the best mediums of moving sport- 
ing goods, and the possibilities of 
fall window trimming are limitless 
A camp scene is never more attrac- 
tive than when it is dressed in the 
red and go'd of autumn. Leaves 














The fall fishing season is with us in a 


want these things, and because they 
want them they are bound to have 
them. 

Nineteen and twenty-one will go 
down in the history of the trade as 
one of the greatest years the nation 
ever had in fishing tackle. Flies and 
reels, rods and tackle boxes have sold 
like the proverbial hot cakes, all 
through the year. And several good 
weeks are ahead. Fall fishing is al- 
ways a popular pastime, and there 
is every indication that it will be en- 
joyed on larger scales this year than 
ever before. The lure of the lake 
is just as poignant in September as 
it is in gentle May. 

One of the fine features of the 
tackle business is that no man ever 
has all he wants. He may have a 
box full of snares and lures for the 
finny tribe but let him see a new 


few weeks and the liwe dealer is preparing his window and advertising cam- 


paign accordingly 


the sales of the sporting goods de- 
partment. Then there is football, 
which makes life in the store dur- 
ing September and unti) the holi- 
days. 

In so many senses there is no sea- 
son in sporting goods, for as soon 
as one sport has had its run another 
steps in to replace it. When the out- 
of-doors no longer calls there are 
indoor sports and gymnasium games 
to make business brisk. 

In stores like Smith & Winchester, 
Jackson, Mich., the sporting goods 
department is always enjoying good 
business. Fall is one of the best 
times of the year. Deer hunting, 
rabbits and squirrels cause a demand 
for firearms and ammunition, and 
the gymnasiums make business in 
basketball equipment, gym shoes and 
the sweater sales takes on new life. 


make a most inviting ground dis- 
play and tents and firearms can be 
grouped in a way that challenges 
the attention of every red-blooded 
man. 

September is an excellent time to 
have a sale on bathing suits, caps 
and shoes. The season is waning 
and the public will respond to a 
special sales appeal in hearty fash- 
ion. Prices should be put down un- 
til they are really alluring and the 
response will follow. 

Men and women indulge their de- 
sires freely, make no mistake about 
that. It’s just good common sense 
to recognize this fact and enjoy some 
of the business always to be had in 
catering to the wants as well as the 
needs of the public. 





Coming Hardware Conventions 


NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITs AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 17-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 


AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITs AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J. Oct. 19-22, 1921. Headquarters 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION, CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 


WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19,1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 


PaciFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
I, 18, 19, 20, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. « 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, 
Jan. 24, 25, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 


Business Takes 


EPORTS from all commercial cen- 

ters of the United States, but es- 
pecially in the eastern portion of the 
country, are to the effect that with the 
first day of September business has 
taken a decided change for the better 
and, in some instances, trading has 
assumed the proportions of a small 
sized boom. Strange as this statement 
May seem at the present time when 
experts are predicting that nothing 
will be changed until after October, and 
some of them predicting even next 
Spring as the time when business would 
be better, its truth can be no better 
illustrated than by the actual trans- 
actions that are taking place. 


KENTUCKY HARDWARE AND _IM- 
PLEMENT ASSOCIATION CONVENTION, 
Jefferson County Armory, Louisville, 
Jan. 24, 25, 26, 27, 1922. J. M. Stone, 
secretary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 


IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the, Coliseum. A. R. Sale, sec- 
retary, Mason City. 

MICHIGAN RETAIL HARDWARE AsSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9. 10, 1922. W. 
B. Porch, secretary-treasurer. Okla- 
homa City. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 


LeRoy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 


MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X:. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Roanoke, Feb. 
21, 22, 23, 1922. Thos. B. Howell, sec- 
retary, Richmond. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

New ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22. 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Winston-Salem, 
N. C., May 9, 10, 11, 1922. T. W. 
Dixon, secretary-treasurer, Charlotte, 


N. C. 


Unexpected Turn September First 


From the hardware centers the talk 
is of such an optimistic nature that 
the New York District seems gleeful 
over the forthcoming prospects, and 
salesmen are reporting a sudden and 
altogether unexpected turn for the bet- 
ter from all outlying districts. 

However, the business increase is not 
alone being experienced by the hard- 
ware interests, but the clothing and 
kindred lines are reporting a heavy 
demand since September arrived. An 
export house that has been doing only 
a fair business in trimmings, buttons, 
linings and its other lines during the 
past few months reported the biggest 
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business of the year on Thursday, Sep- 
tember 1. 

Economists who have predicted good 
business for September are singing the 
old “I told you so” anthem, while those 
who were a trifle more pessimistic are 
either claiming that the unexpected 
rush is merely a flurry or that it is 
the result of business psychology and 
that the continual talk of better times 
coming in September has _ actually 
brought them about. 

However, suffice to say, the business 
is being done and bright business men 
are taking advantage of it, whether 
it be flurry or psychology. 

















We present four examples of excellent stove, range and winter necessities displays. Three of them are from the 
National Hardware Stores, Inc., while the fourth is from the Lyon & Ewald store, New London, Conn. All of them 

















Your Very Best Sellers 


tS 


are the best that can possibly be made in this line of goods. Your stove season is about to begin and it should be a 
wonderful year provided you go after the business in the right manner 

















Getting the Value of National Trade Marks 


ANY of the leading manufac- 
M. turers of this country are in- 
- vesting thousands of dollars 
annually to place before the public, 
through extensive advertising cam- 
paigns, their copywrighted trade- 
marks or original imprints such as 
illustrated on the show cards shown 
herewith. 

The suggestion here is offered to 
the hardware salesman who is in- 
terested in learning show-card writ- 


By JOSEPH BERTRAM JOWITT 


ing to use this idea when displaying 
any article of merchandise which is 
nationally advertised. These trade- 
marks tell the whole story in a few 
words. For instance, most every- 
body knows that the word “Pyrex” 
lettered in the familiar heavy roman 
type means glass oven ware. And 
most everybody who owns an auto- 
mobile is familiar with the “Shaler” 
or “Rees Jack” imprint. And in 
most every magazine one picks up 


REE 
JACK 


EE 


DISSTON 


SAWS AND TOOLS 


YISSTON 


7EREADY 


FLASHLIGHTS 


AND BATTERIES 


Jowitt explains how simple it is to copy these designs 
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nowadays can be found the “Hoover” 
or “Laun-dry-ette” trade-mark. The 
general public have been so accus- 
tomed to seeing these trade-marks 
in magazines and newspapers that 
but little else is necessary to add on 
a showcard to bring results. 


Mrs. Brown has seen Mrs. Jones 
demonstrate her “Hoover” at home 
and has decided she will buy one. 
She therefore goes downtown look- 
ing for the “Hoover Sign.” The 
trade-marks “Everready,” ‘“Laun- 
dry-ette,’” “Osborn Brushes’ and 
“Viko Aluminum,” which are strik- 
ingly different from the others should 
be copied by first drawing an out- 
line of the design of lettering and 
filling in the letters or background 
with a gray tint, as the case may be 
(white with a very small touch of 
black makes the proper gray color). 


The Filling Process 


The “Sargent” imprint and the 
“Universal” trade-mark are done by 
the “‘cut-in” process. In other words, 
instead of doing the lettering in 
white paint on a black background, 
the letters are first sketched out in 
pencil and afterward retraced around 
with a brush and the background 
filled in solid with black color. 

As before stated by reproducing a 
facsimile of any well-known imprint 
or trade-mark on a show-card enables 
the hardware merchant to derive the 
full benefit of every article of mer- 
chandise which is nationally adver- 
tised and at the same time eliminates 
the necessity of any lengthy copy or 
explanation on the card. A _ good 
deal of money is wasted nowadays 
by’ manufacturers who invest in 
cheap-looking over-colored _litho- 
graphic posters. These should be 
classed in the same category with 
some of the cheap-looking billboards 
which destroy the beautiful landscape 
along our public highways. A neat- 
ly hand-lettered card done in black 
and white, using as little reading 
matter as possible, will bring greater 
results than would a display of the 
“gingerbread kind of posters.” 

The writer takes a great deal of 
pleasure in answering all questions 
and helping hardware salesmen mas- 
ter the lettering pen or brush, as 
there are naturally some obstacles 
which the individual strikes which 
are not satisfactorily covered from 
their standpoint in these articles. All 
questions written on a postal card 
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addressed to “Editorial Department, 
HARDWARE AGE,” will receive a 
prompt reply. 

Each copy illustrated herewith is 
not intended to be an exact replica 
of the above imprint or trade-mark. 
It is not necessary that it should 
emulate in every little minute detail 
the original one above it, as long as 
the general character and familiar 
design is effectively carried out the 
selling punch is sure to be there. 


Each one of these designs are so 
entirely different and simple in orig- 
inality that it will require but little 
effort on the part of the amateur to 
produce a legible facsimile with 
practice. 


Various Reproduction Methods 


In many instances the trade-mark 
cut from the magazine and neatly 
pasted on the card will answer, if the 
card in question is not too large. One 
method of copying is with the aid 
of a pantograph used for enlarging. 
Another method is to procure a piece 
of tracing paper, any thin, trans- 
parent paper will do, place this over 
the trade-mark or imprint to be 
copied and trace the outline of let- 
ters through with a sharp-pointed 
pencil, after which rub a little dry 
powdered color on the back of traced 
pattern this will act as a carbon 
sheet and by retracing over the out- 
line made on the tracing paper the 
perfect pattern may be reproduced 
on the card. 

The chief drawback generally to 
the beginner’s success is attempting 
to produce good work with imprac- 
tical brushes and tools. There is a 
decided difference between’ the 
brushes used by sign painters and 
those used by showcard writers. 

The brushes used by sign painters 
are mostly made of fine, soft camel’s 
hair set in goose quills; the hairs 
are too long and soft for showcard 
work, they will not hold a flat chisel 
edge shape, neither have the proper 
resiliency for water-color work like 
the firm hairs of the red sable. 

Genuine red sable’ showcard 
brushes are seldom made over one 
inch in length; they are so well made 
that they require no breaking-in. 
The most popular sizes are Nos. 4, 
6, 8, 10 and 12.. They are retailed at 
from 50 cents to $1.50 each, or ac- 
cording to the size of brush selected. 
If these brushes are properly taken 
care of and thoroughly washed in 
clean water each time after using 
they will last a number of years. 

There are two things that the be- 
ginner cannot understand, one is, 
why his hand shakes when trying to 
make the circular strokes, like in 
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The HOOVER 


The HOOVER 
LAUN-DRY-CTTE 


LAUN-DRY-E ITE 
cONBIn 


You should know all 


making the letters Sand O. Another 
is, why his upright strokes have a 
tendency to lean either to the right 
or left. It may surprise them to 
learn that expert or regular profes- 
sional showcard writers experience 
this same thing if occupied in other 
lines for any length of time. 

The secret in this profession lies 
in the possession of the proper tools, 
a knowledge of the correct formation 
of each single stroke forming a per- 
fect letter and a systematic plan of 
practicing these single elementary 
strokes. 

In other words, study your alpha- 
bets and keep on practicing to keep 
in shape. 


these trade-marks well 


Hungerford Buys Swoyer Co. 
The A. P. 
stock at 17 North 7th Street, Philadel- 
phia, has been purchased and the prem- 


Swoyer Co., merchandise 


ises formerly occupied by Swoyer 
leased to U. T, Hungerford Brass & 
Copper Co., 510 Arch Street, Phila- 
delphia. Possession will be taken by 
the Hungerford Co. Sept. 1 and they 
purpose carrying a full line of brass, 
copper, tobin bronze, nickel silver and 
monel metal products in Philadelphia, 
in sheets, rods, tubes, wire, nails, tacks, 
etc., etc. 

President E. J. Healey of the N.R. 
H. A. has just returned to Dubuque, 
lowa, after being called to Washington 
by Secretary Hoover for a conference 
on the present business situation. 





Going After the Washing Machine Business 


Actually Going from Door to Door Has Been Proved 
to Be a Successful Method of Selling Washers— 
Waiting in Vain for a Drop in Present Prices 


AY dreaming is profitable for 
I) poets, but not for practical 
men selling washing machines. 
Washing machires can be sold— 
good profits can be made selling 
washing machines, but in order to 
accomplish this it is necessary to 
leave the cozy precincts of the shop 
and seek the buyers. 
When I say that washing machines 
can be sold, I am not gossiping. I 
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rocks, the line of waiting buyers had 
disappeared. 

The little game of commercial hide 
and seek was reversed—instead of 
buyers seeking the sellers, the sell- 
ers had to go out and find the buy- 
ers. This game is still going on. 
Dealers who go out and find the buy- 
ers sell goods; dealers who sit com- 
fortably “at home” waiting for buy- 
ers, wait in vain. This situation is 


pre-war levels. Washing machine 
manufacturers would be delighted to 
accommodate the waiting dealers, 
but they cannot do so and exist—for 
a multiple of reasons. Chief among 
the obstacles to immediate price re- 
ductions is their large inventories 
of goods. There are many other 
problems which must be overcome be- 
fore prices of washers can be re- 
duced. 














The Walbridge Co., Buffalo, N. Y., believe in going ae the washing machine business and as a result they get 
plenty of it 


am stating facts which have been 
demonstrated, and which I will tell 
ycu more about later. 

During the olden, golden days, the 
buyer stood in line and waited until 
the seller got ready to wait on him. 

But the force of gravity never 
fails. Sir Isaac Newton explained 
thoroughly several hundred years 
ago why everything that goes up 
must come down. When the tide of 
highly exhilarated prosperity went 
down, and for many businesses 
splashed against rough and hard 


particularly true of the present wash- 
ing machine sales problem. 

Buyers have not been eliminated, 
they are not hiding, they are wait- 
ing for dealers to come to them— 
and the dealers who go to them will 
find them willing to buy and with 
money to pay for the goods. 


The Price on Washing Machines 


Perhaps the washer dealer who is 
comfortably “at home” waiting for 
purchasers is also waiting for the 
price of washers to be reduced to 
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Some dealers fear that if they sell 
washing machines to-day the price of 
the washer may be reduced next 
month and the purchaser will be dis- 
satisfied and demand a rebate. This 
fear is groundless. Furniture, cloth- 
ing, department and many other 
stores have had many sales of mer- 
chandise, specially and temporarily 
priced. They have not been asked for 
rebates from persons who purchased 
goods before the price reductions, 
and if a rebate should be demanded 
there is a logical, just and reasonable 








September 8, 1921 


explanation why none can be given: 

“Mr. Purchaser, you did not know 
when the prices were going down 
and neither did I. You bought the 
gcods when you wanted them and 
paid the current market price. You 
didn’t know how long you would 
have to wait until the prices went 
down, so you bought what you needed 
when you needed it. Would you have 
lived indefinitely without the goods? 
You would not. I could not and had 
to keep my stocks complete.” 

About 5 per cent of the dealers 
that every washing machine manu- 
facturer has on his books are dealers 
in action. They are the dealers who 
are making money. They are work- 
ing while others are waiting—and 
incidentally are fattening their bank 
accounts. 


What Dealers Should Do 


What are the active dealers doing? 
First, they are spending <- limited 
amount of money for advertising. 
They are doing a limited amount of 
circularizing constantly and keeping 
their names and the name and pic- 
ture of the washer they sell in small 
space in the local newspapers, but 
they are not depending upon adver- 
tising alone to bring the customers 
into their stores. Second, they are 
going out after the buyers. They 
employ salesmen who go from door 
to door and canvass every house- 
holder who does not already own a 
washing machine.. These men are 
bringing their employers a business 
rearly equal to any period during the 
commercial winter. The money 
comes in just as fast as they go 
after it. 

One progressive hardware dealer 
did a good washer business in May, 
July, August and September of last 
year. During October his business 
went down 20 per cent, in Novem- 
ber went off another 20 per cent, but 
in December, stimulated by Christ- 
mas shopping, it recovered 20 per 
cent. In January of this year the 
business dropped to one-half of the 
October sales. At the end of Janu- 
ary this dealer got tired of waiting 
for the public and went out after 
business. The result was that during 
February 33 1-3 per cent more wash- 
ers were sold than in any of the pre- 
vious six months. The washers were 
sold through canvassers who went 
from door to door. The sales cam- 
paign was supported by brisk news- 
paper advertising and circularizing. 

Don’t wait for washing machine 
prices to go down to pre-war levels— 
or any other level. Begin now and 





canvass every householder in your 
community who does not already 
possess a washer. 
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THE SALE THAT CAUSED A SENSATION 
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RAYL’S Has Cut Loose! 


AND THAT IS 100% TRUE!--Meaning That Everything Goes! 





ans Yes! 






knock them shywestwards with the others. But leaving 
them oat-—and forgetting them=there has never been 
in Detroit or this section of the United States a sale 
touching this at any angle, corner, side, edge or bot. 
tom. . Here it is, boiled down: 










BEST Brands in the World --- At the Lowest Prices in America! 


As the Prices Printed Below will Show and Prove 


NOW 25%, 30%, 35%, 40%, 45%, 50%, 60% OFF 
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Rayl’s Advertisement 


As an answer to the public whether 
or not the retail hardware dealer is 
doing his part in the reduction of 
prices the T. B. Rayl Co., Detroit, 
Mich., have recently held a sale with 
reductions as high as 60 per cent on 
some items and other decreases of 25 
per cent, 30 per cent, and 40 per cent. 
It was a bona fide sale with first class 
merchandise offered at figures not seen 
since pre-war days. 

The sale embraced a complete line 
of hardware and_ housefurnishing 
goods found in every first-class hard- 
ware retail store even to electric wash- 
ing machines, vacuum cleaners, electric 
sewing machines and gas ranges. Auto 
cultivators that formerly sold as high 
as $225 were priced at $150. Full sets of 
tools and sets of dishes and kitchen cook- 
ing outfits were quoted at prices that 
even department stores could not beat, 


and advertisements in the daily papers 
kept the public informed. 

That the sale was a huge success is 
evidenced by the throngs of men and 
women who crowded the store keeping 
the sales staff busy doing business. 

In Minneapolis, Minn., the Warner 
Hardware Co. held a similar sale, cut- 
ting the prices on various items. 

The Stambough-Thompson Co. awoke 
the residents of Youngstown, Ohio, 
with about the same idea, a sale that 
was really a “sale,” with reductions in 
general hardware and specialties that 
looked like pre-war figures. 

Phillip Gross, Milwaukee, Wis., did 
practically the same thing and met with 
success. 

All along the line the report is heard 
that the hardware retail trade is falling 
in line, reducing prices as warranted. 








Novel Circus Toy 

The Wolverine Supply & Mfg. Co., 
sales offices at 200 Fifth Avenue, New 
York, have just put on the market a 
new toy which is known as the “Sandy 
Andy” Circus. The toy has plenty of 
fast action, is easily manipulated, and 
sure to have lots of interest for the 
“kiddies.” 

Spinning extending arms to which 
the horses are attached, causes them 
to race around the ring, and at the 

















The Sandy Andy Circus Toy 


same time the grotesque figure, called 
Jiggling Jim, jiggles up and down and 
sideways, cutting very funny capers 
and performing amusing antics for the 
benefit of the children. Guessing at 
which numbers the horses will stop also 
adds to the fun of playing with the 
toy. 

It is securely and substantially made, 
there being no complicated parts or 
springs to get out of order. All that 
is necessary is to spin the horses and 
the Circus starts. The toy is decor- 
ated in attractive colors, is 14 inches in 
length and 7 inches high; each toy 
packed in a strong carton, the minimum 
shipping case containing 12 toys,. the 
weight of which is 12 lbs. 


Mixes Cold and Hot Water 


A new device of interest to the 
housewife is the Kold-or-Hot Mixer, an 
adjustable combination water faucet 

















Kold-or-Hot Mixer 


made to fit on the cold and hot water 
spigots of any sink and merging the 
streams of cold and hot water into one, 
thus regulating the temperature of the 
water. The new faucet can be adjusted 
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to fit all widths between the spigots, 
from 4 to 16 inches apart, the stand- 
ard size being eight inches which can 
be extended to twelve, and is provided 
with rubber apertures which clamp on 
the spigots keeping the faucet firmly 
in place. It is made out of solid brass 
heavily nickel plated. 

An additional feature is a special 
soap dish placed at the center of the 
faucet, which overcomes the difficulty 
of lack. of space in the average sink for 
a special dish. As the water leaves the 
spigots, it passes through a filter be- 
neath each spigot and then merges into 
the single stream. 

Among advantages of the new faucet 
are that it regulates the temperature 
of the water regardless of the heat in 
the boiler and raakes it possible for 
the housewife to have constantly clean 
water as she is washing dishes. It use? 
hot water economically. It is not nec- 
essary to summon a plumber to put it 
cn for it is easily slipped on the spigots 
and is guaranteed not to pull off the 
faucets no matter how strong the pres- 
sure of the water is. 

The faucets are also made with a 
third connection with washing machines, 
etc. 

It is manufactured by the Superior 
Brass Novelty Co., 545 East 116th 
Street, New York. 


Permissible Blasting Machine 


The Davis No. 0 blaster, manufac- 
tured exclusively for the Atlas Powder 
Co., Wilmington, Del., has just been 
put on the market. It bears the ap- 
proval plate of the U. S. Bureau of 
Mines for use in gassy and dusty coal 
mines said to be the first and only 
blasting machine that has been placed 
on the permissible list. 

Under the seal of the U. S. Bureau 
of Mines appear these words: ‘“Ap- 
proved for safety, reliability and dur- 
ability.” Before the machine could be 
approved it had to pass strict tests 
which are said to prove these qualifica- 
tions: 

“The Davis No. 0 Blaster develops 
enough current to fire one electric 
blasting cap used with rubber covered 
wire of lengths not exceeding 600 feet 
for No. 14, 350 feet for No. 16 or 200 
feet for No. 18 wire. 

“No spark can be generated that will 
ignite coal dust or gas. 

“The machine is solidly built and 
durable. 

“The key by which the Davis No. 
0 blaster is operated is a separate part 
of the machine and may be kept in 
the possession of the shot-firer, pre- 
venting the operation of the machine by 
any other person.” 

There are several practical reasons 
why charges should be fired by the 


electric method, any one of which more 
than justifies its use. 
electrical firing is necessary, for burn- 
ing fuse presents too great a danger 


In gaseous mines 
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of igniting coal dust and gas. 


Dis- 
astrous mine explosions are prevented 
with the use of the Davis No. 0 blaster, 
No spark can result from an accident- 


al short circuit of wires. The operator 
is at a safe distance from the shot 
when he fires it. He can time the blast 
to a second. The machine is always up 
to full standard strength. It will not 
depreciate in efficiency as does the dry 
cell battery. Hang fires and misfires 
are practically eliminated. For blast- 
ing in wet work the electric method 
is more reliable. Moisture cannot en- 
ter an Atlas Electric blasting cap near- 
ly so quickly as it can a blasting cap 
crimped to fuse. 

The Davis No. 0 blaster is small, com- 
pact, lightweight and _ substantially 
built to stand hard service. Its dimen- 
sions are 2x 4x4% in. It weighs but 
31-16 pounds. The outer case is a 
seamless brass tube, heavily nickeled, 
with aluminum top and bottom plates. 
A leather strap (removable) makes 
carrying easy. 

Through the use of this permissible 
blasting machine with the proper elec- 
tric blasting caps and explosives, the 
blaster is relieved of all the uneasiness 
attending the detonating of a charge 
and has full assurance of securing the 
most satisfactory results. 


Improved Line of Ranges 


After a long study of the stove con- 
suming market The Born Steel Range 
Co., Cleveland, has brought a new im- 
proved line of ranges that they say 
their investigation shows fits the needs 
of seventy-three per cent of the cus- 
tomers of most any hardware store. 

The new ranges are made of steel, 
have absolutely non-leakable joints and 
the larger size is equipped with a ten 
gallon reservoir. Burns either coal or 
wood. Highly polished, the top being 

















Born Steel Range 


in mosaic blue. A combination range 
with notable improvements will also 
be announced. 

The Born company states it has 
been able by standardized construc- 
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tion, improved patterns, automatic ma- 
chinery, and straight line production 
methods to manufacture ranges at low 
unit cost, thereby affording big range 
values at market prices that are ex- 
ceptionally low. 


New Model A B C Washer 


The new 1922 model of the A B C 
Electric Laundress, it is announced by 
the makers, Altorfer Bros. Company 
of Peoria, Ill., embodies no less than 
24 refinements in construction, 

New features include an aluminum 
wringer with two-spring tension, 12 
in. rolls, instantaneous safety release, 
and nickeled adjustable aluminum 
drain board; an improved wringer 
control mechanism with positive lock- 
ing device that automatically locks the 
wringer in any of 20 different posi- 
tions; the use of machine cut gears 
throughout; a threaded drain spout 
set at a 45 deg. angle; a sediment drain 
groove in bottom of tub; the use of 
aluminum rivets to attach tub to frame; 
a nutmeg push button switch; large 

















A BC Washer, 1922 Model 


pressed steel quiet casters; spring latch 
on cylinder cover; one-piece snug-fitting, 
non-warping cover on cabinet; nickle 
plated operating handles; one-piece 
“cord tire’ belt; oil grooves in main 
gear case bearings; lock nuts on set 
screws to preserve alignments of shaft- 
ings—and numerous other minor but 
vital betterments. 

The new A B C is listed as Model 
65-E (“Armco” galvanized iron tub) 
and Model 66-E (heavy copper tub.) 
The motor is % hp. Wringer is de- 
tachable to permit attaching and driv- 
ing the A B C Electric Ironer without 
use of a motor on the ironer. Zinc or 
maple cylinders are optional. 


Grapefruit Knives 


The John Russell Cutlery Co., Turn- 
ers Falls, Mass., is offering the retail 
hardware trade six stainless steel 
grapefruit and six stainless _ steel 
kitchen knives put up attractively in 
a silent-salesman display cardboard 
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box that can set on a show case or else- 
where to advantage. A cardboard easel 





Russell Grapefruit Knives 


is provided with each box of knives. 

The grapefruit knife has a 3%-in. 
scalloped blade curved on the end to 

ulitate proper separation of the fruit 
from the peel when cutting is done 
under the fruit. The blade is ground 
to sufficient thinness to assure flexi- 
bility. The kitchen knife has a 3-in. 
pointed blade properly tapered to give 
a correct cutting edge, and, at the same 
time, rigidity. In both cases the steel 
is hardened and tempered to a degree 
making grinding permissible when 

sssary. Both knives are provide:i 
with nickel plated ferrule and black 
enameled wood handle. 


Combination Coal and Gas Stove 


The Hoosier Stove Company, of 
Marion, Ind., known on the market 
as “Combination Cast Coal and Gas 
Range” in various designs and colors, 
also the newest designed range with 
drop high closet doors together with 
new designed steel ranges and heaters. 

This combination range burns gas or 
coal, or both at the same time. Two- 
in-one. Keeps the kitchen warm in 
winter and cool in summer and is 
guaranteed to be perfect in operation 
and service and will bake the nice 
brown bread, pies and cakes, excellent 
roasts everyone likes at a great sav- 
ing in fuel. 

















Hoosier Combination Range 


The coal unit construction of the 
New Combination is identical to the 
other Hoosier Ranges. The gas flue is 
of sufficient area to allow free circula- 
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tion around the flues of the oven. The 
top consists of eight holes—four for na- 
tural or artificial gas and four 8 in. 
lids for coal with ovens and gas broiler 
of : standard construction and _ size. 
Neither interferes in the operation of 
the other. This applies to the bake 
oven as well as the broiler. 

The Hoosier Combination Range and 
new cast coal and wood ranges ar 
built of sanitary cevediiceean which 
enhances the beauty of every kitche 
giving a touch of elegance a eae tan 
fort which is most assuredly a source 
of genuine pride to every housewife. 
It is finished in either blue, gray, white 
or nickel or the regular finish. This 
enables the housewife to select a color 
that will harmonize with the color 
scheme of her kitchen. 

Particular attention is called to the 
new high closet drop doors and the 
clean-cut contour, the graceful slant of 
the warming closet, and classy design. 
No unsightly hinges, nuts, or bolt heads 
are shown. 

Improved Safety Window 
Cleaner 

After nine years of patient experi- 
ment, the Meyson Mfg. Co., 744 Lex- 
ington Avenue, New York., N. Y., has 
succeeded in developing a device with 
which to clean the outside of the win- 
dow from within the room. 





Safety Windo-Klear 


The device consists of a U-shaped 
frame fastened to a base plate which 
sets onto the sill. Attached to the base 
plate is a belt which falls over the in- 
ner sill to the floor. A stirrup is fast- 
ened to the belt and by placing the foot 
into it the device is held firmly in posi- 
tion. It is not necessary to fasten it 
with nails, screws or clamps, and it 
will not damage the sill or mar its 
finish. 

Two tubular arms telescope the U- 
shaped frame. The inner arm is the 
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handle or leverage arm; the outer arm 
has a wiper plate attachment at its 
upper end. The two arms are con- 
nected with a pantograph attachment. 
The scale is approximately 5% to 1 
and by raising the inner arm one inch 
the outer arm is raised 5% inches. 
The wiper plate has a serrated rub- 
ber facing, which contains small suc- 
tion cups, so as to grip a cloth firmly. 
When the cloth is placed over the wiper 
plate unruffled, the possibility of it 
falling off while the device is being 
used is remote. It is not necessary to 
pin or sew your cloth onto the wiper 
plate, therefore changing the cloths 
from wet to dry or vice versa is ac- 
complished very quickly. After plac- 
ing the cloth on the wiper plate the 
window is lowered into the U-shaped 
frame, the arm with the wipe rplate 
to be outside the window, the handle 
arm inside. The pane is cleaned with 
a swinging side to side motion starting 
from the top of the window and work- 
ing down. One hand guides the device, 
the other is free to raise or lower the 
window at will. When cleaning the 
lower window, the wiper plate can be 
elevated so that the top part of the 
lower window, which could never be 
cleaned while sitting on the sill, can 
be easily reached. 

The top part of the lower window 
could only be cleaned by standing on 
the sill or a chair inside of the room 
and reaching down. With the Safety 
Windo Kleanr, as it is called, it is not 
even necessary to reach a hand out- 
side the window to accomplish the most 
dangerous task that the housewife or 
servant has been burdened with. The 
entire device weighs but 3% pounds 
and is so simple that a child can op- 
erate it as satisfactorily as a grown 
up person. There is absolutely noth- 
ing to regulate or adjust, everything 
mechanical having been eliminated 
during its development. The wiper 
plate is self adjusting so that it is al- 
ways parallel with the side of the win- 
dow towards which it is being pro- 
jected. 


New Tools and Improvements 


Ever adding to their already exten- 
sive line of machinists’ tools, Brown 
& Sharpe Mfg. Co., Providence, R, I., 
has developed a new micrometer depth 
gage, No. 607. 

This depth gage is primarily im- 
portant because of its simplicity and 
practicality. It is furnished complete 
with three measuring rods and enables 
readings from 0 to 3 in. to be obtained 
by thousandths of an inch, the mi- 
crometer screw having a movement of 
1 in. The desired rod is easily and 














Brown @ Sharpe Vise No. 752 
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simply placed in position by removing 
the cap, A, which permits the rod in 
the gage to be withdrawn and the 
one desired inserted. Replacing this 
cap brings the shoulder on the rod 
against the finished seat. The shoul- 


ders on the rods are adjustable and per- 








Micrometer Depth Gage No. 607 


mit individual adjustment of any rod. 
The advantages of such a tool are in- 
stantly apparent. The tool is obtain- 
able with either a 2%-in, or 4-in. base. 
The same adjustment for wear on the 
threads is used as that on their reg- 
ular line of micrometer calipers. 

An improvement has also been in- 
corporated in the Brown & Sharpe 
combination squares and sets fur- 
nished with the center head. The 
center heads are now ground so that 
both arms are of equal length and the 
points A are both equidistant from the 
edge of ths scale. This permits the 
use of these center heads with work 
of very large diameter, allowing a 
much greater capacity. There are in 
the Brown & Sharpe line nearly 250 
different combination squares and sets, 
affording a broad choice. 

A new thickness gage, No. 644, 
with blades longer than those on the 
regular line of Brown & Sharpe thick- 
ness gages, also appears in the Brown 
& Sharpe catalog. This thickness 
gage consists of nine blades, 3 in. 
long and % in. wide of the following 
thicknesses: .0015-in., .002-in., .003-in., 
.004-in., .006-in., .008-in., .010-in., .012- 
in. and .015-in. 

A new vise for toolmakers and me- 
chanics, No. 752, is on the market. This 
vise is a reliable and handy tool for 
use in drilling, fitting and laying out 
work on surface plates. It is case- 
hardened and the base is ground. It 
is also light and convenient to handle, 
being frequently held in the hand dur- 
ing operations. The screw holds the 
jaws rigidly in place. The large jaw is 
provided with a tongue which slides in 
a groove in the base and which is held 
in place by a strap. This feature en- 
ables the vise to hold the work firmly 
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and prevents the jaw from lifting. The 
strap can be removed and by using the 
jaw upside down, taper pieces can be 
held in the tool. The greatest capacity 
of the vise is 2 inches. The V groove 
in the under side of the base takes 
work from 9-82 in. to 11-16 in. diameter 
and thus adds to the handiness of the 
vise, as it can be used as a V-block. 
Kach vise is furnished with two steel 
jaws which slip on and off the screw. 

No. 753 Toolmakers’ Vise Clamp is 
also a new tool. It is smiliar in ap- 
pearance to Toolmakers’ Vise No. 752, 
ut it is not provided with the V-groove 
in the base or the tongue on the jaw 
and corresponding slot. Its price, 
lower than the toolmakers’ vise and it- 
self so practical a tool, make it desir- 
able. These vise clamps are very con- 
venient for holding work to be drilled, 
etc., and are often used in pairs. 


New Precision Instrument 


There has been recently placed on 
the market by the Young-Fischer In- 
clinometer Co., of Milwaukee, Wis., a 
new instrument known as an inclino- 




















The Inclinometer 


meter intended to take the place of the 
plumb, level, or protractor in mechani- 
cal laboratories, machine shops, and 
in all building operations where angles 
are to be determined, and particularly 
where extreme accuracy is required. 
The Young-Fischer Inclinometer is a 
skilfully designed tool consisting of a 
carefully machined case of cast metal, 
containing an accurately adjusted gear 
train driven by gravity impulse. The 
hand on the degree dial moves in 
unison with the impulse, while the 
hand on the minute dial is driven by 
the multiplying gear train, causing the 
minute hand to make thirty-six revo- 
lutions while the degree hand is mak- 
ing one revolution. The multiplying 


effect of the gears is such that the in- 
strument gives angle readings in de- 
grees and minutes with accuracy corre- 
sponding with that of a single dial in- 
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clinometer having a dial approximately 
ten feet in diameter. 

Aside from the greater accuracy 
of this instrument as compared with 
other devices used for similar purposes, 
it is a much more satisfactory tool, 
since it indicates directly, not only the 
vertical and horizontal, but all angles 
as well. For accurate inspection of 
angles it is also superior to the sine- 
bar as the dials show angles directly 
in degrees and minutes, whereas with 
the sine-bar, it is necessary to first ad- 
just the tool and then go through a 
series of calculations before the read- 
ing is obtained. 

It is predicted that the Inclinometer 
will largely replace the spirit-level, 
plumb, and protractor, and even the 
sine-bar in the mechanical industries 
and building trades. 


New Try and Mitre Square 


An improved Try and Mitre Square, 
designed especially for carpenters’ 
use, has just been put on the market by 
The Lufkin Rule Company, Saginaw, 
Mich. It consists of a _ substanial 
steel blade marked both sides 8ths and 























Lufkin Universai No. 65 


l6ths, with figures and lines clear and 
distinct, fitted with a movable head 
which can be securely clamped at any 
point, 

It is a tool of the higher grade in 
every respect, is accurate, durable and 
well designed. Primarily a Try and 
Mitre Square with blade adjustable in 
length, it serves well also because of 
this adjustable feature as a marking 
gage, depth gage for measuring mor- 
tises, etc., and with head set at ex- 
treme end, as a height light. The 
blade can readily be removed and used 
as a separate rule. 

This square is known as Lufkin Uni- 
versal, No. 65 and made in the popular 
lengths—9 and 12 in. blade. 


Household Necessity 


The Vantage Can Opener is manu- 
factured by Rockford Metal Specialty 
Co., Rockford, Ill. Eastern Represen- 


Vantage Can Opener 














tatives, George H. Fisher Co., 416 
Broadway, New York City. 

This can opener is particularly de- 
Sirable because of the shape of the 
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handle which just fits the hand. It has 
a sharp tempered blade which cuts the 
can with ease. The handle is stamped 
steel, nicely nickel plated, making it 
clean and sanitary. 


New Lighting Outfit on the 
Market 
The Columbia Dry Battery Lighting 


Outfit, which is in reality a small light- 
ing system for use with dry battery 

















Columbia Lighting Outfit as Packed 


current, is the newest product to be 
marketed by the National Carbon Com- 
pany, Inc., Cleveland, Ohio. This out- 
fit consists of one 6 volt, 2 candle power 
Mazda lamp, 12 feet of lamp cord, one 
combination switch and socket, and a 
sliding hook to hang up the lamp in 
any convenient place. The parts are 
completely assembled and _ neatly 
packed in a cardboard container. 

Unquestionably there is a steady de- 
mand the year around for such a de- 
vice. Heretofore the user was usually 
obliged to resort to his own electrical 
knowledge in order to obtain and as- 
semble the necessary parts that con- 
stitute an outfit of this nature. Often- 
times the purchaser would experience 
difficulty in obtaining all the parts at 
one store, and if he was not guided 
correctly, the home made lighting out- 
fit might not operate efficiently on dry 
battery current. With the new Col- 
umbia Lighting Outfit there is no 
chance for the purchaser or the dealer 
to go wrong, as this outfit has been 
given the necessary engineering atten- 
tion to give correct results. 

For use with this outfit the National 
Carbon Company, Inc. recommends 
their Nos. 1461, 1561, 1562, 2462, or 
2562 Columbia Hot Shot Battery. The 
2462 and 2562 Columbia Hot Shot Bat- 
teries give longer service than the other 
three named types and can also be used 
with two outfits at the same time if de- 
sired. 


Hand Sander Very Useful 


In introducing the new economy 
hand sander to the trade, the demands 
for such a hand sander has been de- 
sired for many years, Its universal use 
for mechanics, carpenters, woodwork- 
ers, painters, and the sandpaper trade 
in general, will find one of the main 
features is that it saves all the 
sandpaper, as sandpaper is made in 
two grades, one being 9 by 11 
called the first grade and_ the 
8% by 10% called the second grade. 
All the other abrasives such as garnet 
paper and garnet cloth and emery pa- 
per and emery cloth are made 9 by 11. 
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In placing the sandpaper in the econo- 
my hand sander the same has been 
made to accept either size. The sander 
takes in four equal pieces to each sheet 
of sandpaper ; the proper way ot insert 
same 1s to cut the sheet of sandpaper 
in four equal pieces taking the sand- 
block for measure. If a knife is not con- 
venient, take one of the lock clips and 
use the slotted end to score the paper 
when it will break readily. Then insert 
one end at a time, letting the lock clip 
have a full half inch hold on the sand- 
paper, then tighten wing nut, then draw 
the paper as tight as possible, with the 
left hand and thumb, then force the 
other lock clip in the end, tightening the 
wing nut at the same time and the 
paper will work until it breaks from 
wear. The economy hand sander being 
skeleton form does not tire the hand 
either from strain or from weight, and 
the paper being tight on the block 

















Economy Hand Sander 


makes the grit cut faster, and does 
twice the work with the same labor. 
The slot in the center of the bottom en- 
ables one to cut sharp edges without 
the guide of the hand, as the paper is 
flexible over this slot on account of 
the pad being split thru the center. 
Wall paper men say they can do three 
times more work with the sander and 
with less energy than the ordinary 
block; machinists say that on sur- 
facing fine steel dies it has no 
equal; woodworkers and cabinet mak- 
ers will find: for all flat work 
there has never been anything on 
the market to equal same; there 
is nothing to break or get out of 
order and it should last a lifetime. 
Where the sandpaper is used daily the 
saving in sandpaper would cover its 
cost many times in a year. The whole- 
sale price is $6 per dozen. Made by 
Harris Mfg. Co., 122 N. Ninth Street, 
Philadelphia, Pa. 


Gift Cutlery Set 

The John Russell Cutlery Co., Turn- 
ers Falls, Mass., has placed on the 
market a high-grade stainless steel 
grapefruit gift set suitable for the re- 
tail hardware trade the year round, but 
especially so during the holidays. This 
set has all the advantages of a sharp 
cutting edge, whereas a plated set 
would not. It is contained in a neat 
paper box and is sold individually or 
by the dozen sets. 

It is a two-piece set, consisting of a 
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knife for cutting pulp from the center 
of the grapefruit, and another for use 














Russell Grapefruit Gift Set 


in loosening the fruit from the peel. 
The first mentioned knife has a 3%-in. 
straight edge blade, and the latter a 
4-in. scalloped blade curved at the end 
to facilitate cutting away from the 
peel under the fruit. Both knives are 
provided with grained ivory handles 
and make an attractive gift. The set 
is made to retail at around $1.75 each. 


Affords a Real Hot Dinner 


Complete 
The Sta-Hot Lunch Box Co., 220 
34th Street, Milwaukee, Wis., have 


taken a long step ahead with the simple 
box they are manufacturing. It is 
similar in appearance to the ordinary 
black enameled boxes which we see 
every day, but there the similarity 
ceases. The Sta-Hot is not only a cer- 
rier for both food and hot liquids but 
it keeps the liquid hot and heais and 
keeps hot from six to eight hours the 
food as well. 

The box is fitted with aluminum 
containers. In the upper compartment 
can be carried cold food such as bread, 
sandwiches, pastry and jam, and in 
the lower compartment the hot meat 
and hot vegetables. There is a space 
under the cover for a knife, fork and 
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spoon and the cover for the hot drink 
bottle forms a cup. 

The meat, vegetables and drink are 
kept hot by a small cube of carbon in 
the bottom of the box which is placed 
in position when the box is packed each 
morning, and which in cost equals but 
a postage stamp each day. There are 
no expensive bottles to be replaced be- 
cause of breakage, and the entire box 
is compact, strong and extremely neat 
in appearance and accommodates much 
more food than the ordinary box. 

The Sta-Hot is more than a lunch 
box, for in reality it is a “regular” 
dinner box. 


New Tool Chests 


Many hardware dealers will see in 
the new line of metal covered tool 
chests, now being offered by the Union 
Tool Chest Co., cf 46 Mill Street, 

















Show Interior of Union Tool Chest 


Rochester, N. Y., an opportunity to add 
many new sales in tool chests. 
These new zinc covered chests are 


made in many styles and sizes. They 
are designed for carpenters, electri- 


cians, plumbers, steam fitters, garage 
mechanics, auto owners, repairmen, 
conductors, house and general use, and 
for fishermen. 

















The Sta-Hot Boz 
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In mechanical construction they are 
abreast of the other Union tool chests 
that have been on the market for many 
years and have given such complete 
satisfaction to machinists, toolmakers, 
patternmakers, etc. 

These new chests are unexcelled for 
convenience. Made with the tray that 

















Chest with Patented Tray 


automatically raises with the top and 
always remains level and out of the 
way—an exclusive Union feature. Fur- 
nished without trays if desired. 

Anyone mechanically inclined will 
appreciate the mechanical superiority 
of these chests. 

Government tests prove the _lock- 
corner used the strongest corner joint 
known. Only best of lumber is used. 
Zine covering is of best quality lac- 
quered zinc, carefully formed over 
edges and properly attached. Will not 
rust or corrode. Genuine leather 
handle. All corners, catches, clamps 
and locks are brass plated and _ lac- 
quered steel, securely riveted on. Fur- 
nished with special Corbin twelve 
change lock. 


Eveready Unit Cells 

Eveready Unit Cells, a new method 
of marketing flashlight batteries, are 
announced by American Eveready 
Works, Long Island City, N. Y. 

These Unit Cells have been created 
to simplify the dealer’s problem of 
keeping up his flashlight battery stock. 
Made in two sizes for flashlights 1% 
and 1% inches in diameter, they take 
the place of “made-up” batteries for 
all tubular flashlights. This means 
that the dealer need carry only two 
types of flashlight batteries—Unit 
cells—in place of all the various types 
of “made-up” tubular batteries. 

To have strictly fresh flashlight bat- 
teries and the proper types on hand 
has been one of the ever-present prob- 
lems of the flashlight dealer. To fit 
all types of tubular flashlights some 
slow selling batteries had to be stocked. 
With Unit cells these troubles vanish, 
because stocking only two types means 
that the Unit cells will move faster. 
Stocks will not have to be equalized 
every little while and rush orders sent. 
A couple of cartons of each size gives 
a full and complete flashlight battery 
stock. 

















NOWLEDGE is 
merchandising. Business men admit 
They know that 
the average merchant stands to win or lose in 


prime requisite of 
it without protest. 


direct proportion to his knowledge of his busi- 
ness, his stock and his customers. 

The main trouble is that the merchant too 
often regards knowledge as a one-man asset. He 
realizes his own need of knowledge and its value 
to him. He fails to realize the value—to him- 
self—of equal knowledge on the part of his cus- 
tomers concerning his business and his stock. 

Business differs from law. In the courts ig- 
norance of the law is no excuse. In business, 
however, ignorance on the part of the customer 
of what a merchant has to sell is a perfectly 
legitimate excuse for buying elsewhere. 

The principal reason that the people of your 
community do not purchase all of their hard- 
ware wants from you is because they do not 
know that you can supply the articles wanted. 

The average merchant is not as well known as 
he thinks he is. 
mean to the people of his community all that he 


The sign on his store does not 


imagines it does. 

“How many families are there in your trade 
territory?” a hardware merchant was asked re- 
cently. 

“About 8000,” was the answer. 

“How many of them know you and your 
store?” was the next question. 

“Oh, they all know us,” was the reply. 

How many of them buy goods from you?” we 


queried. 


EDITORIAL COMMENT 


How WELL ARE You KNown? 





“Be- 


He hesitated a moment and then said: 


tween three and four thousand.” 

ug the limit of his estimate it leaves one- 
half of the families in this merchant’s trade te:- 
ritory who know (?) him, but who do not pat- 
ronize him. Do they really know him and his 
store? We doubt it. 


expect that if the 4000 non-buying families 


Surely, it is reasonable to 


knew him and his store, as well and as favor- 
ably as do the 4000 buying families, at least a 
fair proportion of their names would be on his 
books. 

Likewise, if this merchant will carefully study 
his accounts he will find that about one-fifth of 
his customers buy four-fifths of all the merchan- 
dise he sells; that four-fifths of his customers 
buy only one-fifth of his total sales. 

He will find that dozens of his customers who 
are buying but a few dollars’ worth per year 
from him, are in position to buy, and probably 
ire buying elsewhere, as much hardware as his 
best customers. 

If he will investigate he will learn, as others 
have learned, that many of his so-called light 
buyers have only a speaking acquaintanceship 
with him and his merchandise. The real knowl- 
edge contact is lacking. 

The great majority of sales come from mutual! 
knowledge and mutual understanding. They go 
to the merchant who knows his line and his cus- 
tomer, from the customer who knows his mer- 
chant and his merchant’s merchandise. 

Think it over. 





















Sales Tax to Be Strongly Urged ii Senate 


Smoot Has Comprehensive Tax Plan — Fordney Warns Sol- 


diers’ Bonus May Call for Enactment of Special Sales Tax Law 


OURNERS over the apparent 
M. demise of the sales tax in 


the House of Representa- 
tives are requested not to send 
flowers. There is a possibility of the 
early resurrection of the dear de- 
parted under circumstances that will 
make it advisable for every business 
man to keep his money in the till. 
Chairman Fordney, of the Ways 
and Means Committee, has just ad- 
ministered a terrific jar to the entire 
business community by declaring 
that in his opinion a liberal soldiers’ 
bonus bill will be introduced in Con- 
gress early in the regular session 
beginning in December and enacted 
soon after the holiday recess. The 
bill will carry appropriations so 
large, according to Mr. Fordney, 
that Congress will have to pass a 
sales tax bill to provide the neces- 
sary funds. 


Bonus Bill No Joke 


Joe Fordney is not regarded by 
his colleagues as much of a joker 
and while he is not an infallible 
prophet, his position as chairman of 
the Ways and Means Committee, 
which will be charged with the duty 
of raising any money that may be 
needed for the soldiers’ bonus, lends 
consideiable weight to his most un- 
welcome prediction. Most business 


men have become cross-eyed in the 
effort to follow at one and the same 
time the eccentric courses of the 
tariff and internal revenue revision 
bils as they go sky-hooting through 
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the House and Senate, and they will 
feel like throwing up the sponge if 
a sure-enough soldiers’ bonus with a 
three-billion-dollar attachment is to 
be brought forward in December. 

If Fordney’s prediction is verified 
and an attempt is made early in the 
coming session to tax the American 
people for funds to pay a soldiers’ 
bonus, there will certainly develop 
opposition which, both in kind and 
degree, has never before been ar- 
rayed against this measure. It is 
hardly necessary to repeat that the 
American people will gladly pay 
every dollar for the necessary cost 
of providing for the sick and dis- 
abled among the boys who went to 
France, but it is a certainty that 
they will balk at anything in the 
nature of a mere service pension to 
be paid to those who incurred no 
disability in the service. 


National Chamber to Fight Project 


Coincidently with Mr. Fordney’s 
published statement comes a frank 
declaration from the Chamber of 
Commerce of the United States, at- 
tacking the proposition to pay a cash 
bonus to ex-service men. In oppos- 
ing such a project the Chamber esti- 
mates that it would cost more to 
carry out the maximum terms of the 
proposed cash bonus than the Gov- 
ernment has paid out in pensions 
during its entire existence. 

According to the National Cham- 
ber’s statement, the pension bill of 
the United States up to June 30, 
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1919, amounted to approximately 
$5,800,000,000, while the maximum 
cost of the proposed bonus is placed 
at $6,250,000,000. This latter figure 
includes the estimated cost of carry- 
ing out the provisions of the bonus 
bill. 

At the same time, the statement 
calls attention to the fact that nearly 
three-fourths of the veterans who 
would share in a bonus saw no fight- 
ing whatsoever, and nearly one-half 
of them were in the service but six 
months or less before the armistice. 
Copies of the statement have been 
sent to the President, members of 
the Cabinet, members of Congress, 
business men in every State in the 
Union, and organizations affiliated 
with the National Chamber. 


Not a Dead Issue 


After warning that the cash bonus 
is by no means a dead issue, but 
that it is being promoted in all parts 
of the country, the statement takes 
up some of the leading arguments 
advanced by advocates of the bonus 
and answers them. 

“It must be evident to a thouyht- 
ful country,” the statement says, 
“that the time is coming when there 
may be a legitimate demand for a 
genuine service pension on behalf of 
those veterans of the World War 
who, as the years go on, need assist- 
ance because of physical impair- 
ment growing out of the war. 
Prudence would, therefore, dictate a 
policy of conserving the resources of 
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the Government against the time 
when such service might be needed 
rather than pour out the billions of 
dollars during the next few years to 
able-bodied men, most of whom are 
in the prime of their existence, bet- 
ter fitted than ever before because 
of military training to engage suc- 
cessfully in their life work.” 


Billion and Half Already Spent 


It is shown in the statement that 
the Government has already ex- 
pended for ex-service men, injured 
and uninjured, since the armistice, 
nearly $1,500,000,000, or an amount 
equal to the minimum cost of the 
proposed cash bonus. In addition to 
this, it is pointed out, all but five 
States and the District of Columbia 
have enacted legislation beneficial to 
veterans. In value this amounts to 
over $184,000,000. 

Legislation is pending in other 
States which may add $200,000,000 
more to the State bonus. State as- 
sistance ranges from outright gifts 
of money to assistance in getting an 
education, acquiring land, aid in 
securing live stock, farm machinery 
or tools, or securing a business or 
trade apprenticeship, and even loans 
up to $10,000. 

The statement cites the fact that 
“the largest soldier organization in 
the country to-day has a membership 
made up of less than 15 per cent of 
the veterans of the World War, and 
no other soldier organization can 
compare with it in size. This knowl- 
edge must leave one with the belief 
that the majority of the veterans 
have at no time joined in a demand 
which is recognized by those con- 
versant with all the facts to be 
against the best interests of the 
nation, of which the veterans them- 
selves are an important part.” 


American Doughboys Well Treated 


In answer to the question “What 
about the bonus paid by our allies?” 
the National Chamber contends 
that the economic reasons which 
prompted the payment of a bonus in 
other countries do not obtain in this 
one. “Without considering the fact 
that many of the allies’ families lost 
their homes, wage earners and rela- 
tives, and sustained losses and en- 
dured hardships and privations that 
our people as a nation never had to 
endure,” says the Chamber, “the 
most potent economic reason for the 
allied bonuses is found in a com- 
parison of the pay given to the men 
in the allied armies.” 

“Taking the nineteen months dur- 
ing which we were at war it is found 
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that the various ‘doughboys’ received 
in that time the following sums: 


United States 2... ick sc ecice. $570.00 
ED fa Pind oe wb ee awe eee 27.55 
NE iia eta acs oe vi en ak wie a 33.06 
MN raat aon uve erd, oo eas 7.41 
Great Britain ..........226. 138.70 
Jy ee 138.70 
Ds 138.70 


Australians Fared Best 


“Definite figures regarding Bel- 
gium were not available at this writ- 
ing, but it is understood Belgium 
paid a rate slightly higher than 
France. 

“Canada paid a monthly rate 
equivalent to that paid by the United 
States, and Australia paid its en- 
listed men, all of whom were volun- 
teers, approximately $43.00 a month 
—the highest amount paid any en- 
listed men in the war. 

“The above figures are for 1917 
and expressed in dollars and cents at 
the normal rate of exchange. Fig- 
ured at a rate of depreciated ex- 
change, the difference between the 
payments to United States soldiers 
and allied soldiers is even greater.” 


Smoot Has Sales Tax Bill 


But the soldiers’ bonus bogey is 
not the only threat involving the 
sales tax. No less influential a man 
than Senator Reed Smoot of Utah, 
the calculating machine of the 
Senate Finance Committee, is out in 
a serious proposition which he has 
reduced to the form of a bill, the 
chief feature of which is a 3 per 
cent manufacturers’ tax designed to 
raised $1,200,000,000. 

Mr. Smoot will offer his measure 
as a substitute for the Fordney In- 
ternal Revenue tax revision bill 
which passed the House Aug. 20 and 
is now under consideration by the 
Senate Finance Committee. The 
Smoot bill repeals all existing 
revenue laws, eliminating thirty-odd 
forms of nuisance taxes, and substi- 
tutes a few simple schedules for 
collecting sufficient revenue to keep 
our extravagant Uncle Sam out of 
bankruptcy. 

The project would continue the in- 
come taxes with a maximum surtax 
of 32 per cent as provided by the 
House bill; a 10 per cent tax assessed 
upon the net profits of corporations 
instead of upon their gross business; 
the present tobacco and alcoholic 
beverage taxes; an estate tax iden- 
tical with that provided by existing 
law; the tariff taxes embodied in the 
Fordney-Penrose bill now pending; 
and a 3 per cent manufacturers’ tax. 


Would Produce a Surplus 
This schedule, Senator Smoot de- 
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clares, would not only provide suffi- 
cient revenue to cover all the ex- 
penses of the Government for the 
current fiscal year, but would leave 
a considerable surplus in view of the 
sums the Government will probably 
receive in the way of tax arrearages, 
and from the salvage of war ma- 
terials. Incidentally, there would be 
a substantial economy growing out 
of the simplified system of taxation 
that would reduce the cost of eol- 
lection at least 75 per cent. 

In explanation of his very inter- 
esting tax proposals, Senator Smoot 
says: 

“Briefly, my proposal is to repeal 
every revenue law on the books to- 
day, and write a new law, so that it 
will be an easy thing for everyone 
to know just what the law is. The 
program is to strike out every pro- 
vision of the revenue bill just 
adopted by the House and to insert 
provisions imposing taxes from six 
sources. 

“T estimate the receipts from these 
new forms of taxation as follows: 

“Income taxes with the maximum 
rate at 32 per cent, so as to discour- 
age investments in tax-free securi- 
ties, about $830,000,000. 

“A 10 per cent tax on the net 
profits of corporations, $445,000,000. 

“Tobacco taxes at the present 
rates, $255,000,000. 

“Estate tax, $150,000,000. 

“Import duties—and I do not be- 
lieve the new tariff will yield more— 
$400,000,000. 

“A 3 per cent manufacturers’ sales 
tax to be imposed only on the manu- 
factured article and therefore does 
not pass to the retailer or jobber, 
$1,200,000,000. 

“In addition, the Government will 
receive through the payment of back 
taxes about $340,000,000; from sal- 
vaged war material, $200,000,000, 
and from the tax on alcoholic bever- 
ages, $75,000,000. Thus the total re- 
ceipts would be almost $3,895,000,- 
000.” 


Manufacturers May Beat It 


The weak point in Senator Smoot’s 
project is the fact that it levies a tax 
upon every manufacturer in the coun- 
try, thus inviting the organization of 
all producers in opposition to the pro- 
posed legislation. Speculation as to 
what a lobby representing all the 
manufacturers in the United States 
would be able to accomplish in Wash- 
ington should be indulged in only 
by those possessing the liveliest 
imaginations. 

You will note that Senator Smoot 
suggests that his 3 per cent tax is to 
be “imposed only on the manufac- 
tured article and therefore does not 
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pass to the retailer or the jobber.” 
. surmise that what he meant to say 
was that his bill imposes a tax on 
sales by the manufacturer and not 
upon sales by jobbers and retailers, 
for he certainly does not expect the 
public to believe that the manufac- 
turers would absorb the proposed 3 
per cent tax and would not pass it on. 
The manufacturer financially able to 
absorb a tax of 3 per cent of his 
gross price would certainly be a 
curiosity in this year of our Lord 
1921, when a 5 per cent net profit 
looks mighty snug. 

But don’t laugh at Senator Smoot’s 
project. He is one of the hustlers of 
the Senate, and however satisfactory 
the House tax revision bill may ap- 
pear, we must bear in mind that the 
Senate is the kingpin when it comes 
to financial legislation. 

Move to Reduce Unemployment 


The recent announcement by the 
Department of Labor that there are 
six million persons unemployed in the 
United States at the present time is 
grave enough to justify President 
Harding’s prompt action in summon- 
ing a conference to consider this 
serious emergency. At the same 
time, it should be said that unem- 
ployment figures of the Department 
have since been qualified by an ex- 
planation that should be examined 
with care. 

The Department officials now 
frankly admit that their estimate is 
not based upon an enumeration of 
persons out of work who desire em- 
ployment, but is arrived at by de- 
ducting the number now known to be 
employed from the number employed 
at the peak period of war activity. 
This is a horse of another color. 

When munitions factories were 
running full blast and the shipyards 
were launching some kind of a ves- 
sel every few hours, a great many 
men, women and children who had 
not ordinarily followed gainful occu- 
pations were induced to seek employ- 
ment. 

Mary Jane wanted a sealskin 
sacque and while her folks were too 
well-fixed for her to stand in a store 
for $8 a week, they were not too 
proud to let her work a few months 
in a factory at $150 per. Even Mary 
Jane’s mother, having no little chil- 
dren to look after, decided she would 
like to hold down a job for a time. 
and thus help to earn money to buy 
a family flivver. . 

Then grandpa, if well-preserved, 
thought well of becoming a watch- 
man in a munitions factory at higher 


wages than he had ever received 


during the days of his youth. There 
within the 


were youngsters still 
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jurisdiction of the child-labor law; 
by telling a few fibs they managed 
to obtain and hold jobs at wages 
never before earned by their parents. 


Back to Home Life Again 


All this is now changed. Some of 
the girls, their mothers, grand- 
fathers and a few of the kids are 
still holding on, but the great bulk 
of them have gone back to their 
former routine of life and cannot 
properly be included in what Secre- 
tary of Labor Davis calls “the great 
army of the unemployed.” 

But putting the best possible face 
upon the matter, there can be no 
doubt that the unemployment situ- 
ation is grave and that President 
Harding has acted wisely in provid- 
ing for its serious consideration at 
a national conference. So much has 
been said in the newspapers with re- 
gard to the administration’s plans 
that I think it well to reproduce here 
the text of Secretary Hoover’s bulle- 
tin giving the scope of the conference 
and the objects which it is hoped to 
attain, as follows: 

“The President has decided to call 
a national conference at Washington 
on unemployment and has instructed 
the Department of Commerce to 
formulate the plans for it. Its per- 
sonnel will be made up so as to repre- 
sent the country geographically and 
so far as possible to embrace repre- 
sentatives of the greater employment 
industries. The Department of Com- 
merce will co-operate with the De- 
partment of Labor on representation 
of labor. 

“It is desired for working reasons 
to keep the number of the conference 
as small as possible. It is intended 
to invite representatives of the 
greater groups of industries and 
thought, and the co-operation of their 
national organizations will be sought 
in their selection. 


Objects of the Conference 


“The object of the conference will 
be to inquire into the volume of 
needed employment, the distribution 
of unemployment, to make recom- 
mendations as to measures that can 
properly be taken in co-ordinated 
speeding up of employment by in- 
dustries and public bodies during the 
next winter and in addition a broad 
study of economic measures desirable 
to ameliorate the unemployment 
situation and give impulse to the re- 
covery of business and commerce to 
normal. Many constructive sugges- 
tions have been made to the depart- 
men by employers, the Governors of 
States and city officials. 

“While the business situation is 
steadily improving, yet some _ sec- 
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tions of the workers may have ex. 
hausted their savings by the coming 
winter, and they must be a matter 


of extreme solicitude. It is incon- 
ceivable that America, with its sur- 
pluses in food and clothing, with 
housing—though crowded—and with 
an abundance of fuel, could allow any 
suffering among those of our own 
people who desire to work. It is 
necessary that we should be fore- 
handed in the preparation of such 
measures as will prevent any such 
suffering.” 


Industry Is Co-operating 


Secretary Hoover has for 
months been co-operating with a 
committee of manufacturers ap- 
pointed by the Chamber of Com- 
merce of the United States with a 
view to bring the Department of 
Commerce and the business of the 
country into closer co-operation. 
The question of unemployment has 
been one of the most important prob- 
lems considered by this conference 
of manufacturers. 

It is made clear both by Secretary 
Hoover and Secretary Davis that 
these two departments are working 
heartily together to solve the unem- 
ployment problem. Secretary Hoover 
emphasizes that it is the province of 
the Department of Labor to deter- 
mine what real unemployment there 
is, and for the Department of Com- 
merce, through its close working 
relations with the business men of 
the country, to get the manufacturing 
industries to make room for those 
who are unemployed. 

The committee representing the 
manufacturers is composed of Chair- 
man A. C. Bedford of New York, 
chairman of the board of directors 
of the Standard Oil Company of New 
Jersey; George Ed. Smith of New 
York, president of the Royal Type- 
writer Company; John H. Fahey, 
Boston, publisher; Homer L. Fergu- 
son, Newport News, Va., president of 
the Newport News Shipbuilding and 
Dry Dock Company; Philip H. Gads- 
den of Philadelphia, president of the 
American Electric Railway Associ- 
ation, and the following alternates: 

Lewis B. Stillwell, New York, 
electrical and consulting engineer; 
Howard Elliot, New York, chairman 
of the Northern Pacific Railway Com- 
pany; R. Goodwyn Rhett, Charles- 
ton, S. C., president of the Peoples 
National Bank; Henry M. Victor, 
Charlotte, N. C., cotton manufacturer 
and president of the Union National 
Bank of that place; and A. L. 
Humphrey, Pittsburgh, Pa., presi- 
dent of the Westinghouse Airbrake 
Company. 
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Secretary of the Treasury Mellon 
takes a very optimistic view con- 
cerning the business situation. Re- 
ports received by the Federal Re- 
serve Board and other Governmental 
agencies indicate that a general re- 
vival of business and industry is 
under way throughout the country. 
Mr. Mellon, however, is not pre- 
pared to commit himself fully to the 
prophecy of a general business boom, 
but offers the suggestion that the re- 
newed activity may be seasonal, or 
it may be the forerunner of the gen- 
eral boom that is expected with the 
return to normalcy. It is pointed out 
that business always picks up in the 
early fall after a period of midsum- 
mer dullness, but usually this sea- 
sonal activity does not particularly 
manifest itself until September. 
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Every department of the Govern- 
ment is watching the business situ- 
ation with the keenest interest be- 
cause of the fundamental problems 
involved, particularly that with re- 
gard to unemployment. A continued 
stagnation of business and commerce 
would carry into the winter months 
thousands of working men minus 
jobs with consequent suffering and 
want. 

Railroad Situation Improved 

General improvement in the rail- 
road situation is regarded by officials 
as presaging a betterment in this 
direction. The Interstate Commerce 
Commission and members of the 
Cabinet are watching the transportd- 
tion situation with keen interest. 

They fear that a sudden resump- 
tion of business and commerce dur- 
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ing the fall crop-moving season 
might put a burden upon the rail- 
roads which they might not be able 
to meet. During the summer months 
a constant struggle has been under 
way to increase loadings and 
railroad business. 

A rapid movement of crops with 
business demands and a resumption 
of coal trade would mean undoubtedly 
another car shortage and inability 
of the roads to handle the peak of 
the business offered. 

This situation is being 1 
watched. It is one of the reasons 
why President Harding and several 
of his cabinet members are sticking 
close to the throttle in Washington, 
prepared to sidetrack, if it 
humanly possible, the coming of hard 
times to the American people. 


car 
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Manufacturers Eager for Space at Accessories Exhibit 


‘EARLY a hundred prominent 
automobile accessories manu- 
facturers have made reservations for 
exhibition space at the Fourth An- 
nual Exhibition of the Automobile 
Accessories Branch of the National 
Hardware Association of the United 
States to be held on the Million Dol- 
lar Pier, Atlantic City, N. J., Oct. 
19 to 22. 

Judging from the interest that has 
already been shown by manufactur- 
ers and jobbers, the annual conven- 
tion and exhibition this year will 
break all records that have been es- 
tablished for attendance. 

Following is a partial list of the 
concerns who have already made res- 
ervations on the Pier: 

Advance Automobile Accessories 
Corp., Chicago, Ill.; American Chain 
Co., Inc. New York N. Y.; An- 
derson Electric & Equipment Co., Chi- 
cago, Ill.; The Anthony Co., Long 
Island City, N. Y.; Asch & Co.,, 
Inc., New York, N. Y.; Auto Indicator 
Co., Grand Rapids, Mich.; Automotive 
Products Corp., Hazleton, Pa.; Bemco 
Mfg. Co., New York, N. Y.; Boyce & 
Veeder Co., Inc., Long Island City, 
N. Y.; Bridgeport Brass Co., Bridge- 
port, Conn.; Bridgeport Brass Co., Chi- 
cago, Ill.; Buffalo Specialty Co., Buf- 
falo, N. Y.; Chicago Solder Co., Chi- 
cago, Ill.; The Cincinnati Ball Crank 
Co., Cincinnati, Ohio; Clayton & Lam- 
bert Mfg. Co., Detroit, Mich.; Clucker & 
Hixon Co., New York, N. Y.; Columbia 
Tire & Rubber Co., Columbiana, Ohio; 
The Coreoran Mfg. Co., Norwood, Cin- 
cinnati, Ohio; Crawford Mfg. Co., Rich- 
mond, Va.; E. A. Laboratories, Inc., 
Brooklyn, N. Y. 

E. Edelman & Co., Chicago, IIL; 
Electrical Sales Co., Chicago, Ill.; J. H. 
Faw, New York, N. Y.; General Asbes- 
tos & Rubber Co., Charleston, S. C.; 
Giant Grip Mfg. Co.,: Oshkosh, Wis.; 





Hart-Bell Co., Inc., New York, N. Y.; 
George L. Holmes, New York, N. Y.; 
Ideal Clamp Mfg. Co., Brooklyn, N. Y.; 
The International Stamping Co., Chi- 
cago, Ill.; The K. D. Lamp Co., Roches- 
ter, N. Y.; Klaxon Co., Newark, N. J.; 
Kraeuter & Co., Newark, N. J.; The J. 
C. McAdams Sales Co., New York, 
N. Y.; The Mansfield Tire & Rubber Co., 
Mansfield, Ohio; Marquette Mfg. Co., 
Inc., St. Paul, Minn.; Mayhew Steel 
Products, Inc., New York, N. Y.; Metal 
Specialties Mfg. Co., Chicago, IIL; 
Metal Stamping Co., Long Island City, 
N. Y.; Milwaukee Tank Works, Mil- 
waukee, Wis.; Frank Mossberg Co., At- 
tleboro, Mass. 


The Moto-Meter Co., Inc., Long 
Island City, N. Y.; National-Stand- 
ard Co., Niles, Mich.; No-Leak-O 


Piston Ring Co., Baltimore, Md.; The 
Northwestern Chemical Co., Marietta, 
Ohio; The Packard Electric Co., War- 
ren, Ohio; Pennsylvania Piston Ring 
Co., Cleveland, Ohio; N. A. Petry Co., 
Philadelphia, Pa.; The Polson Rubber 
Co., Cleveland, Ohio; The Protex- 
all Co., Abington, Ill.; Pyrene Mfg. Co., 
New York, N. Y.; Quaker City Rubber 
Co., Philadelphia, Pa.; The Raybestos 
Co., Bridgeport, Conn.; Frank Rose 
Mfg. Co., Hastings, Neb.; Spencer- 
Smith Machine Co., Howell, Mich.; J. 
Wadsworth Staff, Chicago, Ill.; The 
Trexler Co., Philadelphia, Pa.; Van 
Cleef Bros., Chicago, Ill.; The F. W. 
Wakefield Brass Co., Vermilion, Ohio; 
Walden-Worcester, Inc., Worcester, 
Mass.; Wolverine Lubricants Co., New 
York, N. 2 

“X” Laboratories, New York, N. Y.; 
The Zinke Co., Chicago, Ill.; North 
Bros. Mfg. Co., Philadelphia, Pa.; 
United States Chain & Forging Co., 
Pittsburgh, Pa.; K. D. Mfg. Co., Lan- 
Pa.; Indianapolis Air Pump 
Indianapolis, Ind.; Pullman 
Metal Specialty Co., New York, 
N. Y.; HARDWARE AGE, New York, 
N. Y.; Indiana Lamp Co., Connersville, 


caster, 
Co., 


Ind.; Stanley Insulating Co., New York, 
N. Y.; Mitchell & Smith, Inc., Framing 
ham, Mass.; Buffalo Forge Co., Buffalo, 
N. Y.; Biflex Products, Waukegan, IIl.; 
A. R. Mosler Co., Mt. Vernon, N. Y.; 
Hardware News, Pittsburgh, Pa. 


TRADE NOTES 


The Union Tool Co., Orange, Mass., 
of which Emory E. Ellis is president 
and treasurer, has voted to issue 3000 
shares of 8 per cent cumulative pre- 
ferred stock, par $100. 

The Bay State Toy Co., Worcester, 
has been granted a Massachusetts char- 
ter. The company’s capital consists of 
100 shares. Warren M. Rasley, 30 
Hackfield Road, is president, and A|l- 
bert W. Blackmer, 10 Trowbridge 
Street, treasurer. 

The Majestic Mfg. Co., 70 Commer- 
cial Street, and the Persons Mfg. Co., 
Worcester, Mass., have been consoli- 
dated under the firm name of the Per- 
sons-Majestic Mfg. Co., capitalized for 
$100,000 in preferred stock and 600 
shares of common having no par value, 
to manufacture bicycle and motorcycle 


accessories. Charles A. Persons, 490 
Salisbury Street, is president, and 
Frank E. Billings, 26 Wyola Drive, 


treasurer. 

Thomas H. Greenwood, 
years with paint and varnish manufac- 
turing companies of Philadelphia and 
Canada, now has charge of the paint 
and varnish factories of the McDou- 
gall-Butler Co., Buffalo. 

McDougall-Butler Co., Buffalo, N. Y., 
will be represented in Cincinnati by the 
Ehrlich Paint Co., 711 Main Street. 

“Short Cuts to Power Transmission,” 
a book on belting problems, has recent 
ly been revised by the Flexible Steel 
Lacing Co., Chicago, Ill. A compli 
mentrry copy will be sent to any hard 
ware dealer requesting one. The 
deals extensively with remedies 
belting troubles. 


for several 


OOK 


fay 





\\ | 
5 ith, Xe" 
Ads Which 


Lots of News for the Housewife 

No. 1 (3 cols. x 10 in.). 

This ad was sent us by the Faut 
Hardware Co., Brookfield Mo. It is 
devoted solely to kitchen knives and 
cream whippers. Every housewife is 
particularly interested in. different 
shapes of knives to enable her to do 
various kinds of work in preparing 
food and here are presented three at- 
tractive models, including a _ regular 
butcher model, a small paring knife 
and a thin-bladed model for general 
work. 

The illustrations of these knives will 
get the eye of the housewife right off 
and she will want to read about them 
and find out how much they cost. 
Prices, it will be noted, are quoted on 
each knife model. 

The cream whipper is also well pre- 
sented. The points made most of by 
the copy are the speed with which the 
whip works, the ease with which cream 
is whipped and the bow] with the “non- 
slip” bottom, something, this last, that 
every housewife will appreciate. 

Altogether, we think this a very ef- 
fective combination ad and one that is 
bound to attract the attention and hold 
the interest of the housewife. 


Fall Shooting Is On 


No. 2 (1 col. x 10 in.) 

To many men, the ideal vacation is 
tramping with gun and dog and then 
enjoying a good old hot supper on a 
crisp October evening with maybe a 
log or two flaring in the fireplace. 

There’s plenty of hunters to shoot 
your publicity at and now is the time 
to get busy and get the ads in your 
newspaper. Here is a hunting ad 
which was used by the Jones Hardware 
Co., Peru, Ind., and we think it well 
written from start to finish. 

Note that the ad ties up to local 
shooting conditions and we would ad- 
vise this sort of an approach wher- 
ever it is possible. Another important 
line in this ad concerns the issuance 


Tie Up to School Opening and Fall Shooting—Combina- 
tion Ads Appealing to the Housewife and to the Motorist 


of hunting licenses from one of the 
Jones stores. By all means mention ments. 





this in your fall shooting announce- 

















‘‘these Winchester Knives 


stay sharp so long!’’ 


So say good housekeepers when they have used 
Winchester kitchen knives. 

Bladés of superior ‘steel—hardened, tempered 
and sharpened to give just the right cutting edges. 
Comfortable handles. shaped to fit the hand make 
work easier. 


Seasonable Winchester Cutlery 


—_= as 
Winchester 
Cook’s Knives 
The “Sabatier” shape 
blade—a wonderfully tse: 
ful knife in the kitchen, 
Steel that holds its cutting 


Winchester 
__ Butcher Knives 

High carbon, crucible 
steel makes keen blades 
that stay sharp~—handles 
of good designs, securely 
riveted. Every kitchen 
needs one, tened. 

Prices 60c, 75¢' and 90c. Prices 75¢ and 90c. 


a ——— 


The Best Paring Knife You 
Ever Used. 
+ neon od paring pt me 
ew patterns in g 
knives that will please the 
discriminating housewife. 
Steel that stays sharp. Han- 
dies waterproof finish. 
Price 25c. 

















Here is a message that will interest 
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edge. Blade securely fas-|- 








Perfectly Mixed Mayonaise 
2 to 4 minutes 
Stiffly Beaten Eggs 
1 minute: 

That’s the way your 
time is save with the--- 


DUNLAP 
SILVER BLADE 








































The Dunlap does not splat- 
ter and waste the cream, nor 
does it slip argund causing 
the reveptacle to dance and 
shake: Truly whipping 
cream ir‘muade an easy task. 





























Hardware 
Co. 


















every housewife. 
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THAT 
NEW 
LUNCH 
BUCKET! 


They’re going to start to 
school in the next few days. 
If of necessity lunch muse 
be’ carried; a cléan’ nev 
lunch pail is almost as im- 
portant:as text books. 
That bright. new 
pail you can buy. at our 
stores. Our buckets are 
well made of correctly 


luneh 


coated tin, and each one con 


tains a tray. We seldom 

have enough tray~ lunch 

buckets to go ‘round—hu:z 

you can get yours now. 
A-square-price deal— 
an honest endeavor to 
sake good ‘anything 
which happeas not to 
be—explains why. we 
hold the confidence of 
our customers, and vet 
new ones, 


JONES 
HARDWARE 


The WINCHESTER Store 


PERU FULTON 
MEXICO 





School days and lunch outfits are a 
timely combination. 


Down near the close of the ad, the 
line of goods carried by the store is 
mentioned. If, apart from guns and 
ammunition, you carry hunting clothes 
and camp supplies, be sure to mention 
the fact. The sportsman prefers to be 
outfitted in one store wherever he can 
and mention of a complete line adds 
just so much to the strength of your 
appeal. 


School Days and Lunch Pails 


No. 3 (1 col. x 7 in.). 

This is another Jones ad, this time 
tying up to the fall school days and 
taking for its subject—lunch pails. 

The pail itself is well presented, and 
down at the foot of the ad the Jones 
Co. takes the opportunity to state its 
Store policy in a few words. 

We have often thought that a series 
of policy squibs like this one would 
make ideal conclusions for a group of 
ads. An entire ad could be devoted 
to store policy talk now and then but 
the use of the fragmentary talks would 
enable the hardware man to put in a 


HARDWARE AGE 


hulls Evening Jlews 
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Motorists will find that We have looked .after 
their needs well—that we have provided the best of 
tires, tubes, automobile and motor boat aecessoties. 
Evety article in this varied stock is of a quality that 





we can offer to our cust with fid 
oe 
Dependable Tire 
motorist Rnows what 9 joh it Is 
to pump up « tire wkh mp 
thas if you havo .one our 
a when yopr Gre goes fat 


b 
. ere carefully. made 
and deliver a bic supply of air - with 
ward Stroke—the casiest 
working pumps you'll find anywhere 
and they're weli worth (Re suail prices 
we ask. 





Automobile and 
Motor Truck 
Jacks 


Tire trouble has mo terrors for the man 
who ls property eqaipped for 
If yon have one of these jacks In 
your tool box you will have an casy. time 
in making @ change of tires or wheels. 








m an cmergency. 
tools jw your car and have tho satiafac- 
tion .f knowing that you will be able to 
make repairs whenever necessary. Kits 
in various sizes to so't all classes of cars. 


The Hall Hardware & Plumbing Co. 


Opp. City Hall—Tel. 24. 
T. OLARK HULL, MILTON F. HULL, 
Pres. and Treas. Secy. 
Open Until 9 O'clock Saturday Evenings. 





Some accessories that the motorist will 
likely need now. 


policy punch early and often. It’s an 


idea well worth trying out. 
A Very Good Accessory Ad 


No. 4 (2 cols. x 10 in.) 

This is one of a series of attractive 
and interesting ads sent us by The 
Hull Hardware & Plumbing Co., Dan- 
bury, Conn. The choice of jacks and 
pumps and tools, especially the jacks 
and pumps, is a good one. By this 
time summer road work has demolished 
many a poorly built jack (the writer 
had to buy a new one last week) and 
shown up many a pump of shoddy 
workmanship (usually the kind they 
give with new cars). 

We think the text of this ad special- 
ly good. The opening talk is well 
handled and gets in a word to the 
owner of a motor boat, too. 

The pump panel states truths fa- 
miliar to all car owners who have hit 
the road for any distance. A pump 
that works easily and doesn’t leak is 
a joy on a dusty road ten miles from 
nowhere. Likewise a jack that doesn’t 
always look as if it were going to let 
the car topple over on you is a fitting 
companion for the pump. 

The tool panel makes an interesting 
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FOR 
FALL 
SHOOTING 


The snappy 
Fall days will 
miciease the 
temperature of 
the Sportsman— 
the trigger fin- 
ger will come out 
of it’s plaster 
cast of inactivity. 


There has 
been just a 
little “hen” 
shooting at the 
“There's 
going to be a lot 
of it shortly. 


Lakes — 


Get PRE- 
PARED. Wend 
your way to our 
Stores for a sup- 
ply of just the right loaded 
WINCHESTER. Shells. 
Our stock is so varied that 
vou can likely buy just 
the shell you like to bull 
the trigger behind. 
LOADE!D SHELLS 
SHOT GUNS 
RIFLES 
HUNTING COATS 
SHELL BELTS 
For convenience of the 
Sportsman we issue HUN'L 
ING LICENSES at our 
PERU STORE. 


JONES 


HARDWARE 


The WINCHESTER Store 


PERU lULTON 
MEXICO 





the man who hikes to the 


woods with a gun. 


Hints to 


statement when it mentions special 
kits for all classes of cars. The mo- 
torist who reads this ad will certainly 
want to see what Hull has in the way 
of tools. 

Attractive window display cards are 
of great value in obtaining and holding 
the attention of passing crowds. An 
unusually striking set of window dis- 
play cards has just been issued by the 
Aluminum Goods Mfg. Co. of Manito- 
woc, Wis., to their dealers who sell 
“Mirro Aluminum.” 





HARDWARE AGE 


A List of Store Papers and Their Publishers 


STORE PAPER 


Hardware News 
Sapper’s Ink 
Hdwe. Sandpaper 
American Eagle 
Hdw. News 
Store News 
Store News 
Hdwe. Hustler 
Co-operator 
Hdwe. News 
Nampa Booster 
Hdwe. News 
Hdwe. News 
Messenger 
Store News 
Hdwe. Notes 
Hdwe. News 
Hdwe. News 
Dep’s Pep 
Store News 
Sandpaper 
Bulletin 
The Whetstone 
Hustler 
Penn-Ware News 
Store News 
Radiator 
Hdwe. News 
Norvell News 
Herald 
The Oyster 
Hdwe. News 
Co-operator 
Hdwe. News 
Store News 
Messenger 
Hdwe. News 
Store Ore 
Bulletin 
Store News 
Store News 
Hdwe. News 

- Buzz Saw 
Store News 
Warner Way 
Store News 


Sapper’s, Inc. 
Wm. Jevons 


E. Hackley 


Lindner Hdwe. 
J. E. Larrabee 


W. H. Fox Co. 
Brown Bros. 


oe & 
Blodgett Merc. 
McCue. Merc. 

Geo. W. Splaty 


John W. Welch 


L. B. Norvell 
Oyster Hdwe. 
Baker Bros. 

L. W. Waldorf 
Heyne, C. H. 
Hoff & Bro. 
Hennessy Co. 
Weinhold Bros. 
Bigelow Hdwe. 


Pierson Hdwe. 


Fowld’s Hdwe. 


PUBLICITY ITEMS 


More than a decade ago, HARDWARE 
AcE, through this department, began 
the development of the hardware store 


paper. At first the idea was hard 
to get across but gradually by pub- 
lishing the testimony of hardware 
dealers who had tried out store 
papers and discovered in them | a 
new and effective means of getting 
business, the publication of store pa- 
pers grew apace. 

Now, the store paper is an estab- 
lished institution and the dealer who 
figures to make the most of his retail 
publicity plans to use a store paper. 

We have often thought that the 
hardware man who is contemplating 
getting out a store paper would like, 
in addition to the regular comments on 
and reproductions of store paper pages 
in this department, to have handy a 
list of store papers and their publishers 
to whom he could write for sample 
copies. 

Many dealers have already asked us 
for such a list and so have some manu- 
facturers. 

Therefore, we are listing herewith 
the first installment of store papers 


PUBLISHER 
M. E. Springer Co. 


American Hdwe. Stores 
J. M. Stewart & Co. 


Hartley Hdwe. & Sply. Co. 
Whitesell Hdwe. Co. 
Dahl’s Hdwe. Store 
Wollf, Kubly & Hirsig Co. 
Christenson Hdwe. Co. 


Faut Hdwe. Co. 


T. P. Jones & Son 

Schelly & Bro. 

J. G. De Prez Co. 
Blanning Hdwe. Co. 

Co. 

Geo. A. Bullock 

Penna. Hdwe. & Paint Co. 


Arps Hdwe. Co. 
Wilson Hdwe. Co. 


J. D. Sandford & Son 
Co. Lumberport, W. Va. 
Olson, Hegg & Co. 
Roberts & Phebus 


Vallender Hdwe. Co. 


Clark & Burgess 
Ritchey & Grotthouse 
Warner Hdwe. Co. 


ADDRESS 


Manila, P. I. 
Hermiston, Ore. 
Wakefield, Kan. 
Bridgeport, Conn. 
Indiana, Pa. 
Earle Park, Ind. 
East Palestine, O. 
Clearwater, Fla. 
Goodridge, Minn. 
Madison, Wis. 
Nampa, Idaho 
Tulare, Cal. 
Amsterdam, N. Y. 
Brookfield, Mo. 
Cincinnati, O. 
Richmond, Va. 
Nanticoke, Pa. 
Allentown, Pa. 
Shelbyville. Ind. 
Spokane, Wash. 
Williamstown, Pa. 
Lamar, Col. 

York, Neb. 

West Terre Haute, 
Pittsburgh, Pa. 
Berea, Ky. 

Nucla, Colorado 
Waterloo, Neb. 
Newbern, Tenn. 
Laurinburg, N. C. 


Co. 
Co. 


Co. 


& Co. Ind 


Andover, N. Y. 
Western, Neb. 
Hatton, N. D. 
Uehling, Neb. 
Coldwater, Kan. 
Reading, Pa. 
Butte, Mont. 
Kansas City, Kan. 
N. Lawrence, N. Y. 
Angola, Ind. 
Pittsfield, Mass. 
Wibaux, Mont. 

Los Angeles Cal. 
Minneapolis, Minn. 
Uitenhage, C. P. 


Hdwe. Co. 
Store 


Co. 


Stores 


and their publishers. Keep the list 
handy and when you would like to see 
how “the other fellow” does it, just 
drop a line for sample copies. 


49 Years in Business 


O. P. Schlafer has recently cele- 
brated his forty-ninth anniversary in 
the hardware business. For the past 
45 years he has been located in Apple- 
ton, Wis., having been in business for 
himself for the past 42 years. This 
veteran of the business is the head of 
the Schlafer Hardware Co., and is the 
oldest merchant in his town. All of 
his competitors have retired, died or 
gone out of business. 

Mr. Schlafer started in the hardware 
business as a bookkeeper and has stud- 
ied all phases so that he is a capable 
head of his business. 


William B, Ingalls died at his home 
in Newburyport, Mass., recently, at the 
age of eighty-one years. Until a few 
years ago he was prominently identi- 
fied with the Towle Mfg. Co., that city, 
silverware. 
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AUTO STROP PAYROLL 
STOLEN 


Michael Moran, 62, an elevator op- 
erator employed at 656 First Ave- 
nue, New York City, was shot 
through the side by a bandit because 
he did not move quickly enough after 
being ordered to take Otto Waite 
and William Marron, bookkeepers, 
employed by the Auto Strop Safety 
Razor Co., to the seventh floor of the 
First Avenue address after the ban- 
dit had taken from them in the ves- 
tibule, at the point of a pistol, the 
company’s weekly payroll which they 
were carrying to the treasurer’s 
office on the seventh floor. 

Waite and Moran were returning 
from the bank with the weekly pay- 
roll shortly after two o’clock on the 
afternoon of Aug. 26, and upon en- 
tering the building where the Auto 
Strop Safety Razor Co. has its gen- 
eral offices, they were confronted by 
an automatic pistol pointed at them 
by a masked bandit, who ordered 
them to turn the satchel containing 
the money over to him. 

The bandit then ordered both men 
into the elevator operated by M.chael 
Moran and told Moran to take them 
up to the seventh floor. Moran, 
partly from age and partly because 
he was somewhat confused, moved 
slowly and displayed evident reluc- 
tance to do what he had been or- 
dered. 

The robber, growing impatient at 
the delay, fired at Moran. The bul- 
let struck him on the right side, ren- 
dering him temporarily unconscious. 
The robber then ran out of the build- 
ing and jumped into a large b!ack 
touring car, which was waiting at 
the curb, and which contained two 
other occupants. The car immedi- 
ately drove off and was lost in the 
traffic before the license number 
could be identified. 

Moran was removed to Be'levue 
Hospital, where the bullet was ex- 
tracted. It is said that the wound 
is of a minor nature and not serious. 
No trace of the robbers has been 
found. The amount of money con- 
tained in the satchel has not been 
officially stated. 


The Dayton Rubber Mfg. Co., Day- 
ton, Ohio, has recently opened a new 
direct branch at Atlanta, Ga., with 
Fred W. Gorman, formerly of the 
Brunswick Tire & Rubber Co., as man- 
ager. 

George P. Colman, formerly special 
representative of the Dayton Rubber 
Mfg. Co., Dayton, Ohio, has been pro- 
moted to the position of Kansas City 
branch manager with this company. 
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ARKET REPORT 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Sept. 3, 1921. 
URING the past week business 
in the local hardware market 
is reported to have taken quite 
an evident spurt. Jobbers say that 
many retailers who have maintained 
partially empty shelves for many 
months seem to have taken a change 
in attitude and appear to be restocking 
slowly but surely. The recent price 
changes are said to have been a big 
factor in bringing about this welcome 
improvement. 

There has been by no means a busi- 
ness boom in this district, but the 
tendency to buy has been strengthened. 
How long this condition will continue 
is granted to be a matter of speculation. 

Several jobbers’ salesmen decided to 
postpone vacation trips because of the 
increased interest manifested by deal- 
ers this past week. 


In addition to the improvement in 


sales, jobbers report evidence of re- 
newed confidence on the part of dealers 
—a point which many consider as sig- 
nificant, for when the dealers show con- 
fidence the same feeling is likely to be 
passed on to the public. 

There were not so many price changes 
during the past week, but among the 
more important are the following: 

Jobbers report the following reduc- 
tions— 

Cast iron washers reduced $5 per ton. 

Mouse and rat traps have been re-- 
duced 10 per cent. 

Cup hooks No. 21 now take a discount 
of 75 per cent. 

Screw hooks No. 412 take a discount 
of 75 per cent. 

Jobbers report the following an- 
nouncements from manufacturers: 

Effective Aug. 22, 1921, practically all 
manufacturers of chain belting reduced 
prices 10 per cent. This applies to 
riveted and detachable. 

Many manufacturers have reduced 
prices on machinists’ vises 10 per cent. 

Neptune Twine & Cord Mills, Moodus, 
Conn., have reduced the price of seine 
twine. 

Imperial Bit & Snap Co., Racine, Wis., 
saddlery hardware specialties, has 
issued New Discount Sheet 32 showing 
reductions. . 

Yale & Towne Mfg. Co., New York, 


NEW YORK 


have issued a new list on latches dated 
Aug. 26, 1921. 

Taplin Mfg. Co., New Britain, Conn., 
has made a reduction on egg beaters 
and can openers, effective Aug. 24, 1921. 

Dover Stamping Co., Cambridge, 
Mass., has reduced prices on egg 
beaters. 

Among the price revisions comes one 
advance reported to have been made by 
Estes Mills, Fall River, Mass., on sash 
cord. The advance is 4 cents on Alfa 
and 3 cents on Acme. 

Bib Mfg. Co., Macon, Ga., has reduced 
prices on seine twine. 

Hale Bros., Worcester, Mass., have 
reduced prices on jack and _ ladder 
chains. 

It is reported that manufacturers of 
anvils have reduced the base price to 
jobbers 12 cents per pound. 

Automobile Accessories.—This line is 
mildly active with stocks in fairly good 
condition, Tourist equipment and repair 
parts are the leading items at present. 
A good demand is anticipated for winter 
specialties. 

Ash Sifters—Better interest was 
shown this line during the past week, 
jobbers say. Stocks are good, prices 
firm and interest generally erratic. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Axes.—Some slight improvement in 
the axe situation has been reported by 
local jobbers, who say that more or- 
ders are being received. 


Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Fall City’ axes, 2% 

Long Island handled axes, 2% 
$19.50 per doz. 

Second quality, 36-in. handle, 4 
$19 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz. 

Connecticut pattern, 
3% Ib., $19.50 per doz. 


Bolts and Nuts.—It was intimated 
last week that changes were expected 
in this market, but as yet nothing has 
developed. Stocks are adequate for the 
present mild interest. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 
smaller, 50 per cent to 50 and 5 per cent: 
longer and thicker, 45 per cent to 45 and 5 
per cent. 

Machine bolts, % x 4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent; larger 
and thicker, 50 per cent to 50 and 5 per 
cent. 

Semi-finished hexagon 
smaller, 75 and 10 per 
thicker, 70 per cent. 
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Ib., $13.50 per doz. 
2% to 4 


2% Ib., 


to 5 Ib., 


handled axes, 3 to 


and 


and 
and 


nuts, 9/16 
cent; larger 
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Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 n., 65 per cent; 
14/32 in., 60 per cent . 

Lock washers, 50 per cent 

Toggle bolts, steel, b 
cent. 

Iron 
rivets, 


right finish, 60 per 
rivets, 60 
40 per cent. 


per cent solid copper 

Builders’ Hardware.— Building is on 
the increase in and around New York 
City, and reports indicate that it will 
continue and increase steadily. The sale 
of builders’ hardware has not been very 
large as yet, but the demand is steady 
and very consistent. Recent price 
changes ere said to have been a factor 
in increasing interest in this class of 
goods. 

Cider Mills and Wine Presses.—Job- 
bers report good stock with fair inter- 
est. Prices are steady. 

Jobbers’ quotations f.o.b 

Cider Mills, junior size, 
medium size, $42.25 each net: 
$55 each net. 

_ Wine presses, popular sizes 
ing to size from $8.25 each 
each net 

Coffee Mills——The demand for coffee 
mills is light with good stocks 
steady prices. 


New York: 
(33 each net; 
senior size, 


. range accord- 
net to $16.50 


and 


Jobbers’ quotations f.o.b 

Coffee mill, lass 
japanned, holds 1 Ib 
Same, slightly 
doz. 

Cotton Gloves.—Orders for these ar- 
ticles increased’ to some extent last 
week. Prices are unchanged and the 
local supply ample. 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, 
knit cotton wrist, light, $1 per doz. pair, 
net; heavy, $1.75 per doz. pair. net. Heavy 
weight white canton flannel, cuff lined, with 
heavy stiffened material, regular style. $1.75 
per doz. pair, net; leather faced, $4 per 
doz. pair, net. 

Farming Tool Handles.—Interest is 
light but consistent. Prices are steady 
and stocks good. 


New 

hopper, 
coffee, 

different 


York: 

metal parts, 
$11 per doz. 
shape, $14.25 per 


with 


Jobbers’ quotations f.o.b. New 

Hay fork handles, bent, 5 ft., 
doz.; 6 ft., $7.35 per doz.; 
straight, 5 ft., $ 
doz. 

Long handle manure 
per doz.; wooden D 
$6.60 per doz. 
doz. 

Shank hoe handles, $2.20 per doz. 
handles, $6.75 per doz. 

Malleable D_ spading fork handle, $5.45 
per doz., plus 5 per cent Wooden D spad- 
ing fork handle, $6.60 per doz 

bundle lots 5 per cent off 


Football Goods.—More interest de- 
veloped during the past week, accord- 
ing to local jobbers and sporting goods 
houses. There is enough material in 


York: 

$4.75 per 
hay fork handles, 
4 per doz.; 6 ft., $6.40 per 
fork handle, $4.20 
manure fork handle, 
Six-ft. rake handle, $5.90 per 


Spade 
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the local market, it is said, to supply 
most of the immediate demand, 


Galvanized Ware.—Reports are that 
the Steel Corporation has reduced prices 
to meet the present rates of the in- 
dependent mills. This means a reduc- 
tion of $5 per ton on black sheets and 
on galvanized sheets, and a reduction 
of $10 per ton on tin plate. This is 
not expected to affect the local market 
price for the present. 


Prices to retailers, f.o.b. New York: _ 

Galvanized sheets, No. 28 gage, $5 to 
$5.25 per 100 lb. 

Jobbers’ quotations f.o.b. New York: — 

Galvanized pails, 8 gt., $2.35; 10 qt., $2.70; 
12 qt., $2.95; 14 qt., $3.30; 16 qt., $4 per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers.—Dealers are showing 
mild interest for ice scrapers by plac- 
ing small orders for fall delivery. 
Prices are’ firm, and jobbers say they 
do not expect a change. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade. 
rough finish, 64% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank shaper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handled, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in., heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 


Ice Skates.—A few small orders are 
being received by local jobbers, though 
many dealers are showing interest in 
this line. 


Jobbers’ quotations f.o.b. New York: 

Men and boys, all clamp club skates, 
sizes 8 to 12 in., 9lc. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 11 
in., polished cast steel runners, $1.15 to 
$1.40. Women’s and children’s clamp 
hockey, $1.40. Women’s and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Lanterns.—The present demand is 
light and the stock adequate. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin lan- 
terns, $9.50 per doz. Junior brass lanterns, 
$18 per doz. Blizzard tin lanterns, $14.50 
per doz. Buckeye dash lanterns, $14.75 per 
doz. Roadster wagon lanterns, $18.50 per 
doz. De Lite lanterns, $14.50 per doz. Lit- 
tle Wizard lanterns, $11.25 per doz. Eureka 
driving lanterns, plain lens, $19 per doz. 
Watchmen’s mill lanterns, enamel] finish, 
$25 per doz. Imperial platform lanterns, 
$9.75 each. 

Linseed Oil.—The local market was 
subjected to a slight decline, but there 
was no particular weakness evident. 
The interest shown for oil is mild and 
there is very little big buying, moss 
orders calling for small quantities. 


Prices to retailers f.o.b. New York: 

Linseed oil, car lots, 73c. to 75c per gal.; 
less than car lots but more than 5 Dbbl., 
76c. to 78c. per gal: single barrel lots, 80c. 
to 82c. per gal.; boiled oil is 2c. extra per 
gal.; double boiled oil is 3c. per gal. extra, 
and oil in half barrel lots is 5c. per gal. 
additional. 


Nails.—Little change of any moment 
has occurred recently in the local nail 
market. Prices are still being shaded, 
according to reports. 


Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $370, base, per keg. 

Cut nails, $4.25 to $4.45, base, per keg. 

Coated nails, $3, base, per keg. 

Wire nails, 1 lb. papers are being quoted 
at 75 per cent. 

Wire nails, % Ib. papers, 60, 10-10 per 
cent; wire brads, 1 lb. papers, 75 per cent; 
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wire brads, ™% Ib. papers, 75 per cent; wire 
brads, %4 lb. papers, 60, 10-10 per cent. 


Naval Stores.—Turpentine advanced 
one cent during the past week and 
rosin is slightly higher. There are also 
rumors of further advances in the near 
future. At present transactions are 
being made for small lots only and it 
seems a matter of speculation as to 
whether there will be increased busi- 
ness this fall. 


Prices to retailer f.o.b. New York: 

Spirits of turpentine, 65c. to 68c. per gal. 

Rosin, yard basis, 280 lb. to a barrel, 
grades B and D, $5.25; grades E and F 
$5.30; G grade, $5.35; H Grade, $5.50; K 
grade, $5.55; M grade, $5.60; N grade, $5.70; 
WG grade, $6.50; WW grade, $7 


Roller Skates.—Dealers are showing 
mild interest for roller skates. Stocks 
are adequate and prices are firm. 


Jobbers’ quotations f.o.b. New York: 

extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rollea steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 

Rope and Twine.—The twine market 
is firm with indications of higher prices 
in the very near future. Jobbers base 
this report on the shortage of the fiber 
crop. The rope market is quiet, with 
sufficient stocks. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, l6c. to 18%c. 
per lb.; manila, No. 2 grade, 15c. per lb.; 
manila, No. 3 hardware grade, 13c. per Ib. 
Sisal, No. 1 grade, 13c. per Ib.; sisal, No. 2 
grade, llc. per lb. Bolt rope, 20c. to 22c. 
per lb. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 18c. to 23c. per lb. India hemp 
twine, No. 6, 15c. to 17c. per Ib. 

Screws.—The local screw market is 
considered weak by some authorities. 
Stocks appear ample and interest mild. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Flat head, bright, 7714-15 
per cent; flat head, galvanized, 6214-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 72%%-20 per cent; round head, brass, 
nickeled, 65-20 per cent. 

Machine Screws.—Iron, flat and round, 
eg per cent; brass, flat and round, 75 per 
cent. 


Shovels.—Although spme early fu- 
tures on snow shovels and furnace 
scoops are being received daily, the 
general line is receiving only fair in- 
terest. Stocks are said to be in mod- 
erately good condition. 


Jobbers’ prices f.o.b. New York: 

Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
doz. ; D handled, hollow back, furnace scoop, 
$5.75 per doz.; long handled, hollow back 
furnace scoop, $5.75 per doz.; riveted back 
furnace scoop, long handled, $10.50 per doz.; 
D handled, $10.50 per doz. 

Sleds.—Prices are steady and an in- 
creasing demand is expected, jobbers 
say. 

Jobbers’ prices f.o.b. New York: 

_ Flexible Flyer sleds, No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 in. 
long, 13 in. wide, 6 in. high, $5 each; No. 3, 
47 in. long, 14 in. wide, 7% in. high, $6.50 
each; No. 4, 52 in. long, 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13 in. wide, 7% in. high, $6.75 each; 
No. 5, 63 in. long, 16 in. wide, 8 in. high, 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75; No. 5, with two pair of foot 
rests, $11. Discount of 25 per cent from 
factory, 331% per cent from New York stock. 


Spring Balances.—Jobbers expect the 
demand for this class of goods to in- 
crease shortly. Orders for the past week 
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were a little bigger than have been 
received in some time. 


Jobbers’ quotations f.o.b. New York: 
Sportsmen's spring balances, brass, nicke] 
oes, capacity 15 lb. by % Ib., $4.75 per 


Oz. 

Straight spring balances, brass front, to 
weigh 25 lb. by % Ib., $1.50 per doz.: to 
weigh 50 lb. by 1 1b., $3 per doz.; to weigh 
100 lb. by 1 lb., $48 per doz.; to weigh 159 
lb. by 1 lb., $69 per doz. 

Iron clad ice balances, iron case, japanned, 
brass nickel plated dial, to weigh 200 Ib. by 
5 Ib., $4.50 each net; to weigh 300 lb. by 5 
lb., $5.25 each net; to weigh 400 lb. by 5 b,. 
$5.75 each net. 

Circular spring balance weighs 10 lb. by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 10% in., $2.40 
each net. Circular spring balance weighs 
10 Ib. by ounces, enameled dial, 6'% in., tin 
scoop, 7x 10 x 2% in., $3 each net. Circular 
spring balance weighs 40 lb. by 2 ounces, 
white enameled dial, 6% in., galvanized 
scoop, 18 x 14 x 7 in., $5 each net. Circular 
spring balance, brass front, weighs 20 Ib, 
by ounces, pan 11 in. in diameter, $3.25 
each net. 

Strainers.—Mild interest is being 
shown for strainers of all kinds. Prices 
are firm and stocks ample. 


Jobbers’ prices f.o.b. New York: 

Wood handle strainers, high grade, 30 
mesh, twilled cloth, maroon handle, 2% in., 
80c. per doz.; same, 2% in. handle, 85c. per 
doz.; 3% in. handle, $1.05 per doz.; 4 in. 
handle, $1.25 per doz. Flat bottom strainers, 
30 mesh, twilled cloth, maroon handle, 2\4 
in., 80c. per doz.; 2% in., 92c. per doz. 

Stove Pipes and Elbows.—In the 
suburban districts dealers are reported 
as taking in fair stocks. Some jobbers 
announced reductions in both items, as 
will be seen in the following quotations: 

Jobbers’ quotations f.o.b. New York: 

Stove pipe, black iron, No. 28 gage; 12 
lengths to a bundle, 4 in., $1.60; 4% in, 
$1.75; 5 in., $1.95; 5% in., $2.25; 6 in., $2.50 
each per doz. lengths. 

Elbows, black iron, . 28 gage: 12 
lengths to a bundle, 4 in., $1.60; 4% in, 


$1.70; 5 in., $1.80; 5% in., $2.10: 6 in., $2.25 
each per bundle of 12 lengths. 


Tree Holders.—There is slight inter- 
est being shown in this class of goods. 
Jobbers report that they expect no fur- 
ther decline throughout the year. 

Cast iron tree stands, japanned striped 
with gold bronze, 2 in. opening, $10 per doz. 
net; 3 in. opening, $16.75 per doz. net; 
“Gem”’ tree stand, $5.75 per doz. 

Toys. — Mechanical specialties and 
children’s vehicles are in demand at 
present. Seashore articles are also re- 
ceiving satisfactory interest. 

Window Glass.— The demand for 
window glass during the past week has 
not increased greatly, but local jobbers 
predict that in the fall the demand will 
be very good because of the increase 
in building operations. Word has been 
received that the hand factories have 
made a wage compromise with em- 
ployees which allows a reduction in 
wages amounting to about 15 per cent. 
It is said, however, that this wil] not 
have any effect on local quotations. 
The hand factories expect to resume 
blasting Sept. 6, 1921. Prices are firm. 

Prices to retailers, f.o.b. New York: 

B single window glass, 82 per cent dis- 
count. 

B double glass, 85 per cent discount. 

A _ double and single glass, 82 per cent. 


All of these discounts are from the stand- 
ard prevailing list price. 


Wire Cloth—The new prices an- 
nounced last week have given slight 
stimulations to the local wire cloth 
situation. Stocks are fair. 


Jobbers’ prices f.o.b. New York: ; 

Galvanized square mesh wire cloth, ‘2 in. 
$5 per 100 sq. ft.; % in., $5.25 per ) sq. 
ft.; ™% in., $5.50 per 100 sq. ft. 


P. S.: The Gordon Tire & Rubber 
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Co., Canton, Ohio, has issued a new 
price list on tires and tubes, effective 
Aug. 25, 1921. 

The Miller Rubber Co., Akron, Ohio, 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Sept. 3, 1921. 


gtd is behind us, a month 
+ usually devoted to vacation. By 
this time everybody has, or should have, 
their coats off and sleeves rolled up, 
right down to brass tacks. The retail 
Wednesday or Saturday half-day respite 
is gone for another year, and the retail 
hardware clerk faces a period of hard 
work and long hours. There is a lot 
ahead of the retail hardware dealer 
himself. General opinion among the 
trade seems to be we have passed 
through the worst of the business de- 
pression; that from now on business 
will improve, but one will have to 
scratch for it. The impression still pre- 
vails that some further price adjust- 
ments are in the making on certain 
commodities, but any unsettling effect 
of value fluctuations will grow pro- 
gressively less and less noticeable. 

Quite a few retail dealers in this 
section of the country contemplate a 
rearrangement of store layout or of 
merchandise, feeling as they do their 
establishments can be made more at- 
tractive to customers. Others are pre- 
paring to embark on more intensified 
window display campaigns, or circular- 
izing campaigns, or local advertising 
campaigns. A more careful selection 
of stock is being conducted by other 
retail dealers. Charge customers with 
long standing bills are being reminded 
of this fact. Cost accounting systems 
are being studied. In fact, the retail 
trade is doing a whole lot more than 
appears to be the case on the surface. 
Most everybody is extremely confident, 
which should materially help in placing 
business back on a normal basis. 
Jobbers, in August, did as much busi- 
ness as they did in the corresponding 
period of 1919, but fell short of the 
1920 record. This month so far has 
shown up remarkably well in actual 
business booked and in_ prospective 
orders. In at least two instances, job- 
bers inform us, they have sold more 
small tools the past week or ten days 
than they have before in some time. 
This news is encouraging in view of the 
fact that many of the small tool manu- 
facturers last month were obliged to 
close, due to lack of business. Practi- 
cally all of the jobbing houses note 
more inquiries from industrial con- 
sumers on lines handled by hardware 
houses. Some of these, it is believed, 
are for the purpose of permitting pur- 
chasing agents to determine just how 
much stock they can buy with a given 
sum of money. 

The city of Boston, the Northampton 
(Mass.) State Hospital, the Wentworth 
Institute, Boston, and other large con- 
Sumers of miscellaneous hardware sup 
plies are out with long lists covering 
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report that in spite of the lower prices 
in effect for 1921, the total business 
done January to May, 1921, inclusive, 
was equal to 55 per cent of the corre- 
BOSTON 

fall requirements, and bidding for such 
business is keen. Other large lists, 
of a similar nature, in all probability 
will make their appearance in the near 
future. Considerable importance is 
attached such prospective sales _be- 
cause it is believed they will be the 
means of starting other large interests 
buying merchandise within a month or 
so. Remarkably few price changes of 
importance are noted this week. In a 
wholesale way, interest seems to have 
shifted from them to straws, which may 
indicate the way the wind blows in the 
various lines carried. 

Blacksmiths’ Supplies.—Heavy hard- 
ware houses in most instances report 
business in blacksmiths’ supplies rela- 
tively better than in other lines handled 
by them. They ad, however, trade lacks 
snap, but the point they seem to want 
to bring forward is that business in 
this line is better than it has been 
before in two or three years. Wagon 
owners usually overhaul their equip- 
ment about this season of the year, and 
a large number in this section of the 
country are beginning to do so. whereas 
last year and the year before that 
material was unobtainable or wagon 
owners were too busy to stop for general 
repairs. In addition, quite a few in- 
dividuals operating blacksmith shops 
before the war, who gave up business 
for various reasons in 1917, 1918, 1919 
and 1920, are getting back into the 
game. They are not stocking up heavily, 
confining purchases to immediate re- 
quirements, but are constantly in the 
market for various thjngs. 

We quote from jobbers’ stocks 

Anvils.—Standard makes, 20c. per Ib. 

Axles.—Square hed, drawn bed and one- 
piece, under 2%-in., 3c. per Ib.; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 14¢e. per Ib. 

Horseshoes.—We quote from 
stocks: Standard makes in 100-Ib. 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode _ Island 
noints, $7 per keg base. Base prices are 
for No. 2 or larger To Connecticut black- 
s~miths and consumers the hase price is 
$6.75 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg: track side weights, $11.75; toe weights, 
£10.25: steel shoes, $8.75: toe crease 7 
side wear. $9.25: calked, $9.25: 
calked, $9.75; iron countersunk, $7.75; s 
countersunk, $9.50: tins. $8.75: light driv- 
ing, $8.75: featherweiehts. $8.75: all 
sorted shoes, 5c. per keg extra 

Welded Toe Calks.—Dull, $2 
charp, $225; blunt heel, $2.25; 
$2.50. 

Coaster Wagons. — Jobbing house 
salesmen, generally speaking, have been 
concentrating greater effort on coaster 
wagons and as a result bookings show 
a moderate increase. They report many 
retail hardware dealers as inclined to 
hold off until after Labor Day, believing 
as they do, indications of requirements 
in this class of merchandise will be 
clearly defined by then. They 
also report the retail hardware trade 
in general as carrying over smal] stocks. 
For that reason, salesmen are inclined 
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sponding period the previous year, and 
that since June 1, 1921, the sale of 
goods has been equal to 82 per cent of 
the same period for the year 1920. 


to take an optimistic view regarding 
future orders. The recent downward 
revision in manufacturers’ as well as 
jobbers’ prices appears to have materi- 
ally helped sentiment, at least, among 
the retail trade. 


We quote from jobbers’ stocks: 33% per 
cent discount; from manufacturers’ stocks 
in full crates, 40 per cent discount. ; 

Cooking Ware (Glass).—As a rule, 
jobbers have taken in their fall stock 
of glass cooking ware and the stage 
is all set for business. Speaking of 
business, a majority of the wholesale 
firms feel that the placing of new styles 
and sizes of glassware on the market 
has materially stimulated interest in 
this class of merchandise. At the 
moment, incoming orders usually deal 
with small amounts of each individual 
style, but the number of bookings re- 
ceived each day appears to be on the 
mend. Further, it is claimed by jobbing 
house representatives that many retail 
customers have signified intention of 
placing business before Oct. 1. 

We quote from jobbers’ 
roles, rounds, 1-qt., $1.75 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each: 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 each 
Cake dishes, 90c. each Bread pans, $1 to 
$1.75 each. Custard cups, 25c. to 35e. each. 
Ramekins, 20c. each. Jobbers’ terms are 30 
per cent off list. 


Cutlery.—Considerably more snap has 
developed the past week or ten days 
in the cutlery market. The demand for 
pocket knives and scissors and shears 
is perhaps running stronger than for 
other lines, and while the average re- 
tail dealer is looking for the lowest 
price obtainable, he is sticking closely 
to either high or medium quality mer- 
chandise. The call for so-called cheap 
lines is relatively quiet. Buying of 
carving sets for the fall trade appar- 
ently has started earlier than usual, 
wholesale firms reporting some very 
good business booked the past week. 
In connection with the buying of 
carvers, it is interesting to note that 
retail dealers want goods*as soon as 
possible and want them billed out as 
soon as shipped. The jobbers were pre- 
pared to give extended billings, but the 
retail trade evidently prefers to pay 
promptly for merchandise rather than 
have bills overhanging them—which is 
an indication the retailer still antici- 
pates lower prices or offerings of so- 
called job lots on which a quick turn- 
over can be made. 

Electrical Goods.—While trade could 
be a whole lot better, jobbers report 
more interest in such electrical goods 
as irons, fans, toasters and grills, and 
signs of awakening interest in per- 
colators and possibly curling irons. 
But on most other kinds of electrical 
there is little of interest trans 
piring at the moment. Every once in 
a while some New England city or town 
comes to the fore in the daily press 
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through agitation for lower electric 
lighting and commercial power rates. 
Such agitation usually is the result of 
some nearby town or city securing 
lower rates. In fact, many of the elec- 
trical companies are constantly reduc- 
ing rates for their product. Every time 
an electric company does reduce rates 
another selling point for electrical goods 
is born. 

We quote from jobbers’ stocks: _ 

lrons.—Hot point, 30 per cent discount, 
Damanco, $4.25 net, each; Sheldon, $3.25 
net, each; Universal, nickel plated, No. 
901, $7.50 each; No. 902, $6.70; No. 905, 
$6.75; No. 708, $8.75; No. 9021, $6.50; No. 
9023, $6.25; No. 9051, $8. Discount, 30 per 
cent; 12 pieces or more, 30-5 per cent, 24 
pieces or more, 30-74% per cent. - 

Heaters.—Hot point, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent : ; 

Percolators.—Coffee, Universal, No. 9166, 
nickel, $22.50; copper, $24; silver, $26.50 
each; No. 9169, nickel, $25; copper, $26.50; 
silver, $29. Discounts, 20 per cent; 12 
pieces or more, 30-5; 24 pieces or more, 
30-7% per cent. 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discounts same 
as on other goods. Reverso, $5.75, net, 
each: Star, $3.76, net, each. ; 

Grills.—Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, nickel, No. 9940. 
$10.75 each. Discounts same as on other 
goods. 

Curling trons.—Universal, nickel, No. 
9901, $6.25 each; No. 99011, $6.75. Dis- 
counts same as on other goods. 

Ranges.—Two burners, with quill and 
oven, No. 9688, $31.50. Discount, 30 per 
cent. 

Heaters.—Virtually all of the local 
wholesale firms have adjusted prices 
on oil heaters, following a reduction of 
approximately 10 per cent announced 
here last week. A majority of the houses 
are quoting on the basis given below, 
but there really is a spread in prices. 
The retail trade has not as yet shown 
very much interest in heaters, but if 
the weather sharps make good their 
predictions it will be a long and cold 
winter, and the dealer will experience 
little difficulty in selling all the oil heat- 
ers he can lay his hands on. One cer- 
tainty in favor of good oil heater sales 
this winter is the continued high price 
of coal. The cost of the latter un- 
questionably will place it beyond the 
reach of many people, and that is where 
the fellow with oil heaters for sale 
should get in his work. 

We quote from jobbers’ stocks: Nesco 
Perfect heaters, No. 12, $5.25 list each; 
No. 15, $6.75; No. 016, $8.10: No. 0199, 
$10.35; No. 1600, $9.60; No. 1900, $11.85 
Discount in lots of less than ten, 30 per 
cent; discount in lots of ten or more, 33% 
per cent. 

Hoists.—The Yale & Towne Mfg. Co., 
Stamford, Conn., is out with new prices 
on spur geared blocks and parts, screw- 
geared blocks and parts, differential 
blocks and parts, etc., showing discounts 
of 33% per cent on the first two and 
60 and 10 per cent on the last named. 

Iron and Steel—The most common 
version of the market for iron and steel 
is that it is a little quieter. Perhaps 
the falling off in “consumption” is due 
to nothing more or less than purchasing 
agents being out of town for the holi- 
days. It is a firmly well established 
fact that industry throughout New 
England is just as busy as it was last 
week and the real consumption of metals 
has held its own. It is also a fact that 


a great many purchasing agents are 


HARDWARE AGE 


and have been playing golf, or other- 
wise engaging themselves in the last 
fling of summer. 

We quote from jobbers’ stocks: 

lron.—Refined, $2.83 per 100 Ib. base; %& 
and # in. round and square, $4.75 best re- 
fined iron, $4.75; Wayne iron, $7; Norway 
iron rounds, 4 in. to 2% in., $7.10 base; 
all other sizes, $7.75 base. 

Steel.—Soft steel bars, $2.81% to $2.83 
per 100 Ib, base; flat, $3.83 to $3.93; con- 
crete bars, plain, $2.8144 to $2.83; twisted, 
$2.50; angles, channels and beams, $2.81% 
to $2.93; tire steel, $4.20 to $4.70; open- 
hearth spring steel, $5.25; crucible spring 
steel, $11.50; steel bands, $3.46% to $3.93; 
steel hoops, $4.18; cold rolled steel, $4.15 to 
$4.65; toe calk steel, $5.25. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. to 
1999 lb. of a size, l4c. 

Robes.—Usually by this time job- 
bing houses will have booked consider- 
able forward business in robes, but this 
year has proven an exception. Few, if 
any, of the retail trade have shown 
any inclination to purchase require- 
ments, most everybody frankly stating 
they intend to hold off as long as 
possible. The whole complexion of the 
market probably will undergo a change 
the first real cold snap experienced. 
Some of the blanket manufacturers 
already have adjusted prices, but others 
practically are on the same basis as 
last season, 

We quote from jobbers’ stocks: Automo- 
bile cloth, gray and black, 56 x 64-in., $2.50 
each; 60 x 80-in., $2.90 each; better grades 
in a large variety of colors, 60 x 70-in., 


3.50 each. Chase plush robes, in colors, 


54 x 72-in., Sanford, $8.50 each; St. Louis, 
$10 each; Newton, $12 each; Omaha, $11 
each; Exeter, $14 each; 84-in., Newton, $14 
each; Omaha, $13 each; Exeter, $16 each. 
Sleds.—More retail dealers have 
placed forward orders for sleds than is 
generally supposed, as is shown by an 
investigation among local wholesale 
houses. It will be recalled that some 
retail dealers during the last Christ- 
mas holidays lost sales due to the fact 
they could not obtain merchandise to 
sell. Some of them, at least, evidently 
do not propose to have the same ex- 
perience this year for they have placed 
advanced orders. On business thus 
placed, the jobber is giving extended 
billings and is guaranteeing prices 
against a decline. The local wholesale 
houses expected to begin to get in their 
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The reports from the mar- 
ket centers show a big im- : 
provement in business this 
week. Every dealer should 
push this advantage to the 
limit and thereby bring back 
prosperity. Why wait for 
the others to get the jump 
Go after the busi- 
ness now and you will be the 
winner. 
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stock of sleds some time in the latter 
part of this month. 

We quote from jobbers’ stocks: | exible 
Fliers, No. 1, $2.84 net each; No. 2. $3.34; 
No. 3, $4.34; No. 4, $4.67; No. 5, $6.34: Racer, 
$4.50; Junior Racer, $3.67. The scount 
from jobbers’ stocks on the Allen line ig 
33% per cent, and on the Paris line is 40 
per cent. 

Toys.—Going business in toys, as 
might be expected, is quiet. Forward 
bookings are not coming in as fast as 
jobbers would like to see, but the latter 
maintain there is an accumulation of 
evidences of good business a little later, 
In fact, in certain instances at least, 
the word has been passed along that 
it is about time to go after orders. 

We quote from jobbers’ stocks: 

Erectors.—No. 00, 35c. each; No. 0), 53c.; 
No. 1, $1.05; No. 2, $1.75; No. 3, $2.45; No. 6, 
$7; No. 7, $10; No. 8, $16.67; No. 10, $24.50, 

Wireless Sets.—No. 4004, $3.85 each. 

Soldering Outfits—No. 7001, 67c. each; 
No. 7002, $1.67, 

Miscellaneous.—Hydraulic and pneumatic 
engineering, No. 6502, $7 each. Heat ex- 
perimenting, No. 6510, $17.50. Separate 
phone, No. 3507, $3.63. 

Mineralogy.—No. 6550, $5.25. 

Motors.—No. P-52 (2 terminal batteries), 
$1 each; No. P-54 (reverse motors), $1.83; 
No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformers), $4.55. 

Traps. — Leading manufacturers of 
house and mouse traps have made a 
slight reduction in prices, and local 
jobbers have adjusted their lists accord- 
ingly. As regard steel game traps, it 
is growing more and more apparent 
each day that retail buying will develop 
late in the season. Prices quoted on 
pelts will discourage rather than in- 
courage trapping next winter, inasmuch 
as the cost of the traps themselves have 
not changed a great deal. In addition, 
quite a few of the retail hardware deal- 
ers in New England carried over suffi- 
cient stock to last them for a while or 
until they can get a truer line on future 
requirements, 

We quote from jobbers’ stocks: Victor, 
with chains, No. 0, $1.71; No. 1, $2.01; No. 
1%, $3.05; No. 2, $4.21; No. 3, $7.15; No. 4, 
$8.60. 

Jump Traps, with chain, No. 0, $2.37; 
No. 1, $2.75; No. 1%, $4.12; No. 2, $6.50; 
No. 3, $8.87. 

Blake Traps, with chains, No. 0, $2.18; 
No. 1, $2.50; No. 1%, $3.75; No. 2, $5.62; 
No. 3, $7.50; No. 4, $8.75. 

Wheel Toys.—In another week or 
so those young Americans fortunate 
enough to have been away at the sea- 
shore or country for the summer will 
have returned home, and the land of 
play center will have been shifted. If 
the youngsters are too young to go to 
school, something must be obtained to 
keep them busily occupied, and the 
wheel toy field is an excellent one to 
pick from. We note certain cases where 
the retail hardware dealer is devoting 
more attention to wheel toys—and sales 
have resulted. We are living in an 
age of wheel transportation and one 
cannot find fault with a child if he 
insists on joining in the desire to move 
himself about on a wheel toy of some 
sort. 

We quote from jobbers’ stocks: 


Kiddie Kars.—No. 1, each; No. 2, 
$1.50; No. 3, $2: No. 4, $2.34; No. 5, $2.6/ 
Trailers, $1 each. In one gross lo ol 
more an additional discount of 10 per cent 
is allowed. 

Specials.—Rubber tired. No. 
each; No. 102, $2; No. 103, $2.50 
$3; No. 105, $3.34. 

Play Wagons.—Little Lady, rubber d, 
No. 301, $2 each; No. 302, $2.67; No 
$3.34; No. 304, $4. 
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Office of HARDWARE AGer, 
1002 Park Building, 
Pittsburgh, Sept. 5. 


\ THILE the last week in August 

showed no important develop- 
ments in the iron and steel trades, the 
better feeling that, developed early in 
that month was still apparent, and the 
volume of business closed in August 
showed a large gain over July, not 
only in iron and steel of all kinds, but 
also in hardware and other lines. Prices 
at the close of the month were lower 
than when the month opened, but there 
was more stability to the market and 
less inclination on the part of the mills 
to shade what were regarded as regular 
prices. It is well defined that the Steel 
Corporation intends to meet competi- 
tion in the future, and this will have 
a tendency to restrain the mills that 
have been cutting prices in the past 
from doing so in the future, as they 
realize that no matter what prices they 
may name, the Steel Corporation sub- 
sidiaries will meet them. This does not 
mean that there will be any price war 
in steel, but rather means that there 
will be more stabilization in prices than 
has existed in the market for some time. 

Now the question comes up: What 
promises of better business do the last 
four months of the year hold out to the 
manufacturer, the jobber and retailer? 
There does not seem to be any doubt 
but that the last four months will be 
better in every way than any preceding 
four months, but prices may not be 


any higher, in fact, on some lines they. 


may be lower. Liquidation in prices of 
steel has been pretty well accomplished, 
and unless material reductions in costs 
are secured, either by freight reduc- 
tions or ‘lower labor, or both, steel 
prices are certainly as low as they 
can go, for at present they do not allow 
any profit to the mills, but in most 
eases they show an absolute loss in 
operation. Stocks on many lines are 
low, and will have to be replenished, 
and the consuming demand promises 
to be larger from this time on than it 
has been for many months. Already 
operations among the blast furnaces 
and steel mills are showing some gains 
and on certain lines of finished steel 
are getting larger. This is especially 
true of sheets and tin plate, both of 
which are in heavier demand than for 
along time, and sheet and tin plate 
mills are now operating at a heavier 
rate than has been the case for about 
a year. Wire products are also in 
better demand, and the demand for 
parts for automobiles is better than 
it has been at any time this year. There 
is more disposition on the part of job- 
bers to place orders ahead for goods 
for next year delivery, and taken as a 
whole, the steel trade has more en- 
couraging features now than at any 
time since the depression started. Any 
higher prices are not likely until the 
Stage is reached where the mills have 
full work and cannot fill their orders 
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fast enough to meet the demands of 
their customers. 

In the hardware trade confidence is 
not lacking that business from this 
time on is going to be better than it 
has been in a year or more. At the 
same time the alert hardware man 
realizes that competition is going to 
be keen and that real salesmanship in 
the store is going to count for more 
than ever before, and that the merchant 
who has the goods his customer wants 
when he wants them, and at the right 
price, is the man who is going to get 
the business. The time has passed 
when the customer was compelled to 
take what he could get, and at prices 
that were often more than he thought 
he should pay for them. 


As yet manufacturers have not set 
prices on some goods that are usually 
bought in the fall for spring delivery, 
but this will be done within a short 
time, and on some goods, notably lawn 
mowers, farming tools and some other 
goods, will be lower next year than 
they were this year. 

Price changes in the past week were 
unimportant. Grass catchers have been 
reduced about 25 per cent for next 
year, coaster wagons about 10 per cent, 
and there have been slight reductions 
in prices on some of the smaller goods. 

Collections are reported by both job- 
bers and retailers as being better, es- 
pecially from the city trade. 

Automobile Accessories. — The de- 
mand for the smaller accessories is 
reported as fairly good, but on the 
more expensive items is rather slow. 
There is some unevenness in prices of 
tires and on some of the small acces- 
sories. Jobbers quote to the retail 
trade: 

Reliance jacks, No. 1, $2.33; No. 2, $3.33 
in Icts of 12; A. C. Titan spark plugs, 65c 
in lots up to 10, and 58c. in lots of from 10 
to 100: Derf spark plugs, 96c. each for all 
sizes, in lots less than 50; Champion X, 5c. 
each for less than 100, and 48c. each for 
over 100; Champion regular, 38c. each for 


less than 100, all sizes, and 56c. each for 
over 100. 

Axes.—Local dealers report the de- 
mand fairly good, and prices are hold- 
ing firm, being guaranteed against de- 
cline up to the end of this year. Job- 
bers quote from stock about as follows: 

Warranted quality single-bitted unhan- 
dled axes, 2 Ibs. to 4 lbs., $14.50 base; good 
quality black unhandled axes, same weight, 
$13.50 base; handled axes, $3 to $6 per doz. 
extra, according to grade. 

Bolts, Nuts and Rivets.—The demand 
does not show much betterment since 
the recent reduction in prices. Jobbers 
are still carrying as light stocks as 
possible and orders being placed are 
mostly for small lots to cover current 
wants. Discounts quoted by jobbers 
from stocks are about as follows: 

Large structural and ship rivets, $2.35 to 
$2.50: large boiler rivets, $2.45 to $2.60; 
small rivets, 65, 10, 10 and 5 to 79, 10 and 
10 per cent off list; machine bolts, small 
rolled threads, 70 and 7% to 70 and 10 per 
cent off list: machine bolts, small, cut 
threads, 65 and 10 to 70 and 5 per cent off 
list: machine bolts, larger and longer, 65 
and 10 to 65, 10 and 5 per cent off list 
Carriage bolts, % in. x 6 in.: Smaller and 
shorter, rolled threads, 65 and 10 per cent 


off list cut threads 
list; lor rand large ’ 10 per 
cent off list Las bolt 7) and 5 to 70 and 
10 per cent off list ‘low 1 Nos. 1, 2 
and 3 heads, 60 ana off lis 
other style heads, 2 pe ent extra 
chine bolts, ¢.p.c. and t. nut s in. 
» per 


nt off 
longs 
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rolts 


er ent 


list; 
Ma- 
x 4 in.; 


smaller and shorter, 60 cent off 


list. 

Rivets.—Rivets. le. per Ib 
than 200 kegs. tivets in 100-1» 
extra to buyers not under contra, 
and miscellaneous lots less than 4 
25c. extra; less than 100 Ib. of a 
broken kegs, 5c. extra. All price 
standard extras Pittsburg! 


Builders’ Hardware.—The strike in 
the local building trades, which has 
been under way since June 1, 
working itself out, and it is 
will be entirely over in a short time. 
More new building is going on in the 
Pittsburgh district than at any time this 
year. Local makers say they are hav- 
ing a better demand for builders’ hard- 
ware and that prices are holding quite 
firm. 

Coaster Wagons.—There has been a 
reduction of about 25 per cent in prices 
on some makes of coaster wagons, and 
the market is none too strong. Local 
jobbers now quote the Burnham coaster 
wagons as follows: No. 2, $4.50; No. 3, 
$5.40; No. 4, $5.75 and No. 5, $6 each. 
Sherwood coaster wagons are quoted 
as follows: No. 28, $5.10; No. 32, $5.60; 
No. 34, $6.00; No. 38, $6.75, and No. 40, 
$7.75 each. 

Conductor Pipe.—Local dealers say 
that since the recent reduction in prices 
demand is a little better, likely due 
also to the increase in new building 
in this district. For delivery in Central 
territory, jobbers now quote: 

Conductor pipe, crated and nested, 72 
per cent off; conductor } . crated and not 
nested, 69 per cent off; Ridge Rell crated, 
79 per cent off; Ridge Roll bundled, 81 j 
cent off; Roll Valley, bundled, 69% per cen 
off; Formed Valley, crated, 66% per cent 
off; Box and Roof gutter, 79-10 per cent off 
An advance of 10 per cent is charged over 
the above prices for less than 500 ft 

Bicycles and Tires.—Makers of the 
leading bicycles have fixed prices for 
next year, and which are from $3.50 to 
$5.00 each lower than last year, the re- 
duction depending on the price of the 
bicycle. Most makers have also made 
a cut of 50c. to $1 on bicycle tires for 
delivery next year. 

Field Fence.—The new~- demand is 
quiet, the trade being pretty well over 
for this year. It is expected that prices 
on field fence for delivery next year 
will be slightly lower than this year’s 
prices. 

Jobbers quote 
67 per cent off list for carl 
shipment and 68 per cent off 
than carloads, mill shipment 

Farming Tools.—Prices have not yet 
been fixed for next year, but this will 
be done in the near future. Dealers 
are looking for lower prices for next 
year, basing this on the lower prices 
ruling for steel and also on the cheaper 
labor. 

Galvanized Ware.—Owing to the re 
cent reduction of $3 to $5 in prices of 
galvanized sheets, dealers are 
for generally lower prices on all grades 
of galvanized ware to be announced in 
the near future. 
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Jobbers quote galvanized tubs with 
wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per doz; 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 

Grass Catchers.—New prices have 
been announced by the makers on grass 
catchers for the 1922 season, and which 
are about 25 per cent lower than this 
year prices. 

Iron and Steel Bars.—The “official” 
price on soft steel bars is 1.75c. at mill 
in large lots, but this price is shaded, 
perhaps as much as $2 per ton. The 
demand is only fair and is mostly for 
smail lots to meet current needs. Job- 
bers say they have no trouble in getting 
prompt deliveries from the mills, and 
are quoting as follows to the small 
trade: 

Jobbers quote soft steel bars from stock 


at Z.10c. to 2.25c., and common iron bars at 
about 2.75e. to 3c. for fair sized lots 


Iron and Steel Pipe.—In view of the 
recent cut in prices of sheets made by 
the Steel Corporation sheet mills, some 
in the trade were inclined to look for 
a cut in prices on pipe and tubes, but 
it is said this will not be made, at least 
in the near future. The demand for butt 
weld sizes of pipe, used largely for 
building purposes, is better than for 
‘some time, and it is also said that the 
demand for oil well tubular goods is a 
little better. The mills are now running 
from 35 to 40 per cent of capacity, as 
against 25 per cent several weeks ago. 
Discounts on full weight iron pipe in 
less than carload lots are as follows: 
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The 1. c. 1. price applies to all shipments 
from stock, regardless of quality. 

Discounts on steel boiler tubes in less 
than carload lots are now as follows: 1% 
in., 17% per cent off list; 2-in. and 24%-in., 
32 per cent off list; 2%-in. to 3-in., 43 per 
cent off list; 2%-in. to 13 in., 48 per cent 
off list. 

For small lots from store, jobbers 
quote: 
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announcement 
has yet come from the makers of lawn 
mowers as to prices for the 1922 sea- 
son, but they are expected to be at least 
10 per cent lower than this year. 

Paints and Supplies.—The season for 
buying paints and supplies for this 
year is pretty well over, so that the 
demand is not very active. Prices are 
firm. 

Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.75 per 
gal.; standard grade linseed oil, 78c. per 
gal., and white lead, $1.25 per 100 Ib 

Stucco 4-in. brushes remain at $4 each at 
retail; putty is down and ig now quoted at 
$1.10 for 12% Ib., $2 for 25 Ib.: sandpaper 
remains at 36-10 per cent off list; prices on 
shellac are lower, the cheaper grades being 


quoted at $3 per gal.; medium grades, $3.50 
and the higher grades, $425 per gal No 
changes were made in plate and window 
glass 

Plate glass, less than 5 sq. ft., is 78 per 
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cent off: over 5 sq. ft., 80 per cent off. 
Window glass, singe strength, A and B, 
is 82 per cent off list; double strength, A, 
is 83 per cent off, and double strength, B, 
85 per cent off list. Standard grades of 
varnish, inside finish, are $3.15 per gal., 
and for outside finish, $4.20 per gal. 

Sheets.—As noted in our report last 
week, prices on sheets at mill in large 
lots are now held at 2.25c. for blue 
annealed, 2.75c. for No. 28 gage black, 
and 3.75¢. for No. 28 gage galvanized; 
and the new demand is reported as much 
better than for some time. Automobile 
builders are buying quite freely of 
sheets for bodies, mud guards and other 
purposes. Jobbers have given their 
trade the benefit of the lower prices 
and are now quoting from stock as 
follows: 

Blue annealed sheets, 2.5c. to 2.75c.; No. 
28 gage Bessemer black sheets, 3c. to 3.25c., 
and No. 28 gage galvanized, 4c. to 4.25c., 
prices depending largely on the size of the 
order. 

Tin Plate.—Reports were current in 
the trade last week that prices on tin 
plate had been reduced $10 per ton, or 
50c. per base box. This report is wrong, 
the price of production of tin plate re- 
maining at $5.25 per base box in large 
lots, and this price is holding firm. 
Wasters for prompt delivery are selling 
at about $4.75 per base box at mill. 
The tin plate mills are running at a 
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heavier rate of capacity than for some 
time. 


Wine Kegs.—Jobbers report that the 
demand for wine kegs is away beyond 
their capacity to supply promptly, and 
that they cannot keep up their stocks, 
More home-made wine is being made 
this year than ever before. 


Wire Products.—Those who were 
looking for a reduction in rices on nails 
and wire are likely to be disappointed, 
as prices are reported holding very firm 
and the demand is better than for some 
time. It is possible there may be a re- 
duction in field fence, but lower prices 
on wire nails and wire are not looked 
for in the near future. 

Jobbers quote from stock, to the re- 
tail trade, as follows: 


Wire nails, $3.10 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25 and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.75 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.75; galvanized wire, $3.35; galvan- 
izer barbed wire, $3.75; galvanized fence 
staples, $3.75; painted barbed wire, $3.25; 
polished fence staples, $3.15; cement-coated 
nails, per count keg, $2.70; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Viscounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 
to 68% per cent for small lots, f.o.b. Pitts- 
burgh. 
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Office of HARDWARE AGE, 
538 Guardian Bidg., 
Cleveland, Sept, 5. 
| OCAL jobbers report a moderate 

4 improvement in the volume of 
orders as compared with a month ago, 
and they are now doing a satisfactory 
amount of business considering general 
conditions. Sales of builders’ hardware 
have increased materially, and such 
seasonable items as food choppers, stove 
boards, coal hods, etc., are moving well. 
August was rather a slow month with 
the local retail dealers in the outlying 
districts, but the downtown retailers 
did a fair business, although aggregate 
sales were not up to normal for August. 
With the summer season over, retailers 
are confident that September will show 
much improvement in the volume of 
sales. 

Some new prices have come out on 
seasonable goods for next year. The 
expected reduction on steel goods has 
been made by a leading manufacturer. 
Bicycles have been marked down 25 per 
cent from this year’s prices, wood han- 
dles have been reduced sharply, coal 
heating stoves have been reduced 10 per 
cent by several manufacturers, and one’ 
has just made an additional 10 per cent 
cut; prices on spraying pumps have 
been announced for next year at a 20 
per cent reduction, and a leading line 
of coaster wagons has been marked 
down 15 per cent. Other price reduc- 
tions include bolts and nuts, steel sheets, 
chain hoists and vises. 

Automobile Tires and Accessories.— 
Retail dealers are still doing a very 
good business in tubes and casings, and 





jobbers report a fair volume of business. 
The demand for lenses is heavy, as the 
new Ohio law that requires all motor 
cars to be equipped with headlight 
lenses goes into effect in about two 
weeks. This law was to have become 
effective Aug. 16, but about 30 days’ 
additional time has been allowed for 
car owners to equip their cars with 
lenses. Spark plugs and other acces- 
sories are moving rather slowly. Prices 
are unchanged. 

We quote 


from jobbers’ stocks, f 0.b. 






Cleveland: Reliance jacks, No. 1, $2 No. 
2, $3.33, in lots of 12; A. C. Titan spark 


plugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, ‘6c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 48e. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100, 

Axes.—Retailers generally have pur- 
chased their axes for fall delivery, and 
jobbers are getting very few orders at 
present. Prices are unchanged. 

Jobbers quote: First grade single Hitted 
axes, handled, $21 per doz.; unhandled, $14 
per doz.; double bitted axes, handled, $26.50 
per doz.; unhandled, $22.50 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled $16 per doz.; double 


bitted, handled, $24 per doz. ; unhandled, $21 
per doz, 


Bicycles. — New prices on bicycles 
have been announced for next year, 
these being about 25 per cent lower 
than 1921 prices. Bicycles this year 
were built of high priced material and 
the high prices that have prevailed 
have affected sales, which have not been 
very satisfactory. Prices on bicycle 
accessories are working down to lower 
levels. 

Binder Twine.— Jobbers repor! 4 
moderate volume of business in binder 
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twine, for which there is considerable 
demand from farmers for tying corn. 
Prices have been reduced. 

Jobbers quote binder twine at $6 per bale 
of 50 Ibs. for 5 bales and over and $6.25 


per bale for less than 5 bales, for shipment 
from stock. 


Barb Wire.—Barb wire is very quiet 

at present and prices are unchanged. 
We quote barb wire from jobbers’ stocks 
in 80-rod spools as” follows: Cattle wire, 
hog wire, $3.70; American specials, 


Bolts and Nuts.—Following the recent 
reductions in mill prices, jobbers are 
again revising prices duwnward on bolts 
and nuts, for which the demand is at 
present fairly good. The discount on 
hot pressed nuts has been increased 
about 25 cents. 

Jobbers quote: Large and small machine 
bolts, cut thread, 60 to 60 and 5 per’ cent 


off list; carriage bolts, large and small, cut 
thread, 50, 10 and 5 to 60 per cent off list. 


Coaster Wagons.—A price reduction 
of 15 per cent has been made on the 
Sherwood spring coaster wagons. Job- 
bers now quote these wagons at 60 and 
15 per cent off list for immediate de- 
livery, the present list price being $16.30 
for No. 32, $17.50 for No. 34, and $19.70 
for No, 38. 


Chain Hoists.—A price reduction of 
15 per cent has been made by the Yale 
& Towne Mfg. Co. on Yale chain hoists. 

Eaves Trough and Conductor Pipe.— 
Jobbers are doing a good volume of 
business in eaves trough and conductor 
pipe, on which another slight price re- 
duction has been made. 


Jobbers quote eaves trough, crated, 79 
per cent off list; conductor pipe, crated and 
nested, 72 per cent off list; ridge roll 81 
per cent off list. 


Fence.—Fence is moving very slowly 
at present and prices are unchanged. 


Jobbers quote fence f.o.b. Pittsburgh at 
68 per cent off list for carloads for mill 
shipment and 67 per cent off list for less 
than carloads, mill shipment. 


Food Choppers.—Jobbers report that 
food choppers are still in very good 
demand for early shipment. Prices are 
unchanged. 

Glass Baking Ware.—There is a fair 
demand for Pyrex ware for fall ship- 
ment for the holiday trade. The manu- 
facturer of this ware is guaranteeing 
prices up to Jan. 1, 

Galvanized Ware.—The demand for 
galvanized ware is rather moderate and 
no further price reductions are reported. 

Jobbers quote galvanized tubs with 
wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per doz. 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 

Handles.—The American Fork & Hoe 
Co. reduced prices on wood handles 25 
per cent Sept. 1. This company now 
quotes to jobbers long handles, iron D 
type in XX, X and No. 1 grades, at 40 
per cent off list, and wood D handles in 
XX, X and No. 1 grade at 30 and 5 per 
cent off list. Jobbers will revise prices, 
giving the trade the benefit of the re- 
ductions made by the manufacturer. 

Lawn Mowers. -— Manufacturers of 
lawn mowers have not yet issued prices 
for 1922. These prices are expected 
shortly. 

Nails and Wire.—Jobbers are booking 
a moderate volume of business on both 
nails and wire, but retailers are not 
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stocking heavily. Prices are unchanged. 

Jobbers quote nails at $3.25 per keg for 
less than car lots for stock shipment; $3.10 
per keg for less than car lots for mill 
shipment; $2.85 per keg for car lots for mill 
shipment. For shipment from stock jobbers 
quote No. 9 annealed wire, $3 per 100-Ib.; 
No. 9 galvanized wire, $3.50 per 100-Ib.; 
cement coated nails, $2.90 per 100-lb.; gal- 
vanized staples, $3.90 per keg. 

Poultry Netting and Wire Cloth.— 
Prices on poultry netting and wire cloth 
for next year have not yet been named, 
and sales at present are light. 

Jobbers quote as follows: Poultry netting, 
45 per cent discount f.o.b. Pittsburgh foi 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock; for gal- 
vanized weaving black wire cloth, $2.75 per 
100 sq. ft. for shipment from stock, and 
$2.50 f.o.b. Pittsburgh for mill shipment; 
white metal and galvanized wire cloth, $3 
per 100 sq. ft. for mill shipment and $3.25 
for stock shipment; bronze wire cloth, $9.25 
per 100.sq. ft. 

Paints and Varnishes.—Following the 
recent price reduction on paints and 
varnishes, manufacturers have reduced 
prices on colors in oil and Japan in oil 
from 5 to 10 per cent. These reductions 
apply to many, but not to all, colors. 
Turpentine is slightly firmer and lin- 
seed has eased off. Paints are moving 
rather slowly at present. 

Jobbers quote best quality mixed paints 
at $2.60 per gal. for colors and $2.75 for 
white; turpentine, S80c. per gal. in bbl. lots; 
linseed oil, 88c. per gal. in bbl. lots; best 
quality white lead at 12\c. per Ib. in 100 
Ib. kegs. 

Rope.—The demand for rope has be- 
come rather quiet. Prices*’are unchanged. 

Jobbers quote best grade manila rope at 
15%c. per lb. for mill shipment and 16\e. 
per lb. for stock shipment, and sisal rope 
at 15c. per lb. from mill and 15%c. per Ib. 
from stock. 

Stove Pipe and Elbows.—Jobbers are 
getting some fill-in orders for stove pipe 
and elbows, but the aggregate volume 
of business is only moderate. Prices 
are unchanged, 

Jobbers quote prices as follows, for ship- 
ment out of stock, six in. Security pipe, 
28-gage, blued, $4 per crate; 26-gage, blued, 
$4.60 per crate; elbows, 28-gage, $1.50 per 
doz. 

Stoves.—Some of the stove manufac- 
turers recently reduced prices 10 per 
cent on cast iron coal heating stoves 
and another 10 per cent reduction was 
made by one Ohio company under date 
of Aug. 25. Sales are very light. No 
price reductions have as yet been made 
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on gas ranges, on which prices that 
were named last December are still in 
effect. 


Spraying Pumps.—New prices have 
come out for spraying pumps for next 
year, these being about 20 per cent 
lower than this year’s prices, 

Jobbers quote 1-qt. tin atomizers at $3.75 
per doz.; galvanized double tube pumps, 
$5.25 per doz.; Mason jar type pumps, $5.25 


per doz.; galvanized compressed ai 
$5 per doz. - 


Steel Goods.—The American Fork & 
Hoe Co., effective Sept. 1, made a price 
reduction of approximately 10 per cent 
on hoes, forks, rakes, garden cultivators, 
etc. The differential between the No. 
1 and No. 2 quality goods, and between 
No. 2 and No, 3 quality manure forks, 
has been increased somewhat. In addi- 
tion to the price reduction, the company 
is offering a 5 per cent discount from 
the new prices for specifications re- 
ceived up to Oct. 15. Orders placed at 
this price concession will not be sub- 
ject to cancellation. 

Steel Sheets.—Mill prices* on sheets 
have declined somewhat and jobbers 
have again reduced prices. 

Jobbers quote No. 28 black sheets at 4c.; 


No. 28 galvanized, 4.45c.; No. 10 blue an- 
nealed, 3.10c. 


Screws.—A further reduction has 
been made in the price of flat head 
bright screws. The demand for screws 
has improved somewhat and is now 
fairly good. 

Jobbers quote screws as follows: Flat 
head, bright, 774%, 10 and 5 off list; round 
head, blued, 75, 10 and 5 per cent off list; 
round head nickel, 65 and 10 per cent off 
list; flat head brass, 70, 10 and 5 per cent 
off list. 


Vises.—Prices on cast iron vises have 
been reduced. Jobbers now quote vises 
at 33% per cent off list, as compared 
with the recent price of 25 per cent off 
list. 

Washing Machines.—The demand for 
electric washing machines is rather slow 
and retailers report that the sharp cut 
in prices made by one manufacturer has 
not stimulated their sales. The manu- 
facturer of the A. B. C. line has notified 
the trade that it will guarantee prices 
on certain of its models in washing 
machines and ironers up to Jan. 1. 


TWIN CITIES 


Colfax Ave. 5So., 
Minneapolis, Minn., 


Aug. 29, 1921. 
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f peo hardware trade in general con- 
tinues to be rather optimistic over 
the outlook for the future, and the re- 


cent improvement in sales, although 
small, would seem to warrant the feel- 
ing that things are now definitely on 
the mend. 

It is doubtful if business really has 
been as bad as some have thought, be- 
cause, unfortunately, most of us are 
not able to forget the extraordinary 
business done last year and hence are 
prone to compare sales with that pe- 
riod rather than that of three or four 
years ago. If the average dealer would 
wipe last year’s figures off the slate 
as far as comparison is concerned he 


would find business was very fair after 
all. 

The dealers and jobbers in this ter- 
ritory look forward to a good fall busi- 
ness aS soon as crops are harvested. 

The automobile dealers and accessory 
dealers report doing a very nice busi- 
ness, although with the approach of 
the winter season there has been some 
let up during the past two weeks. 

The manufacturing conditions do not 
show any signs of improvement as yet. 

There has been no change in prices 
on such articles as are covered by this 
report. 

Builders’ Hardware.—The sale of 
builders’ hardware continues to be one 
of the leading items in the dealers 
stocks, sales bidding fair to outstrip 
any previous season’s records. The 
building permits being taken out in the 
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Twin Cities are more than eighty per 
cent over that of last year’s record for 
the month of August. This means a 
substantial increase in sales of build- 
ers’ hardware and paints. 

Axes.—The demand for axes for the 
fall trade has not as yet materialized 
as the season is too early. Indications 
are that the demand will not be very 
heavy. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 


Single bit, $14.50; double bit, $19.50, base 
weights. 


Brads.—The demand for brads con- 
tinues of fair volume, and is possibly 
a little better than last week. Job- 
bers’ stocks are ample and prices re- 
main as last quoted. 

We quote from local jobbers’ stocks: 
Brads in bulk, 70-10 per cent; in packages, 
70 per cent. 

Bolts.—The demand for bolts shows 
very little improvement. There have 
been some inquiries from railroads 
which make the outlook a little more 
encouraging from the jobbers’ stand- 
point. Jobbers’ stocks are ample and 
prices remain as last quoted. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 50-10 per cent; large 
carriage bolts, 50 per cent; small machine 
bolts, 60-5 per cent; large machine bolts, 
55 per cent; stove bolts, 75 per cent; lag 
screws, 60 per cent. 

Coal Hods.—The season for retail 
sales has not as yet opened up, but 
jobbers report some interest on the 
part of the retail dealer in getting in 
his fall stocks. Prices remain as last 


quoted. 


We quote from local jobbers’ stocks: 
Japanned open, 17 in., $4.40; 18 in., $4.90; 
japanned funnel, 17 in., $5.55; 18 in., $6.19 
galvanized open, 17 in., $6.65; 18 in RF 


galvanized funnel, 17 in., $8.35; 18 in "$99 
per doz. 

Eaves Trough, Conductor Pipe, and 
Elbows.—The demand for this entire 
line continues to be very good, especi- 
ally in and around the Twin Cities. 
There is also a very fair demand-for 
the line for repair work over the ter- 


ritory. Jobbers’ stocks are ample. 
prices remain as last quoted. 
_We quote from local jobbers’ stocks: 


Eaves trough, 28 gage, 5 in., Jap joint. sin- 
gle bead, $4.50 per 100 feet; 3 in. conductor 
yipe, 28 gage, corrugated, $4.50 per hur? ed 
feet; elbows, 3 in., corrugated, $1.63 per doz. 

Galvanized Ware.—There is a slight 
improvement in the demand for gal- 
vanized ware, but the total sales are 
not very large. Stocks are ample to 
meet demand. Prices show no change 
since last report. 


We quote from local jobbers’ stocks: 
Standard No. 1 galv. tubs, $6.70 per doz.: 
No. 2 galv. tubs, $7.55 per doz.: No. 3. $8.80 
per doz.; heavy galvanized, No. 1, $18 per 


doz.; No. 2, $20.50 per doz.: No $22 80 
per doz.; Standard 10 qt. galv. pails, $2.35 
per doz.; 12 qt., $2.60 per doz.: 14 at., $2.90 
ver doz 16 qt., heavy galvanized stock 
pails, $4.50 per doz.; 18 at. stock pails, $5.10 


per doz. 

Glass and Putty.—The demand in a 
retail way remains very small as it is 
too early for the sale of this line. Prices 
remain as last quoted. 


We quote from local 
Single strength, 80 per cent 
window glass, 82 per cent 


jobbers’ stocks: 
double strength 


Commercial 


putty in bladders, $4.10 per ewt. 
Lanterns.—The demand for lanterns 
is showing signs of improvement with 
the approach of the fall and winter 
ample. 


season. Jobbers’ stocks are 
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Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Tubulaf long globe, $13 per doz.; tubular 
short globe, $13 per doz.; tubular dash, 
$17.60 per doz 

Nails.—The demand for nails of all 
kinds continues to be very good, and 
the prospects are for a continued de- 
mand late into the fall season. Stocks 
are sufficiently large to meet the de- 
mand. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Standard wire nails, $3.85 base; cement 
coated nails, $3.25 base. 

Oil Heaters.—There has been no re- 
tail demand as yet for this line and 
none can be expected until at least the 
middle of September. Dealers should, 
however, prepare for an average fall 
demand. The high price of coal will 
induce many people to buy heaters for 
early fall instead of starting furnace 
fires. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Japanned polished steel, 3 qt. capacity, 
$4.10 each; nickeled polished steel, 4 qt. 
capacity, $5.90 each; blue enameled body, 
4 qt. capacity, $7.50 each. 

Paper.—The demand for building pa- 
pers of all kinds is very good and is 


expected to remain so throughout the 


remainder of the building season. 
Prices show no change. 
We quote from local jobbers’ stocks: 


No. 2 tarred felt, $2.95: threaded felt, $1.78; 
slaters felt. $1.39; No. 20 red rosin, 44c. per 
roll: No. 25 red rosin, 57c.; No. 30 red rosin, 
T0e, 

Registers.—While there is a better 
demand for registers than during the 
summer months, due to the popularity 
of the so-called “pipeless furnace,” re- 
quiring only the one large register, it 
is doubtful if the fall demand will be 
as large as previous years. Prices re- 
main as last. 

We quote from local jobbers’ 
Cast steel registers, 30 per cent 
standard price lists 

Rope.—There is a slight improve- 
ment in the demand for rope in this 
territory, although sales have not 
reached a large volume. Prices remain 
as last quoted. 


We quote from local jobbers’ stocks: 
Pure manila rope, 17%c per Ib. base; pure 
sisal rope, 14%c. per Ib. base. 


Sandpaper.—There continues to be a 
very satisfactory demand for sand- 
paper in this territory, although the 
volume is not as large as in previous 
vears due to the small amount of manu- 
facturing being done. Prices have 
shown no change since early in the 
spring. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream: second 
grade No. 1 at $6.50 per ream; No. 1 garnet 
paper at $15 per ream 

Sash Cord.—The sales of sash cord 
are very satisfactory and should con- 
tinue so until the close of the con- 
struction season. Prices remain as last. 

We quote from local jobbers’ stocks: 
Silver Lake sash cord No. 8, 58e. per Ib.: 


ordinary braided sash cord No. 8, 33c 
per Ib 


Sash Weights.—Sales of sash weights 
continue to show improvement as the 
season advances. Prices remain as last 
quoted. 

We quote 


$2.50 per cwt 


stocks: 
from 


from local jobbers’ stocks: 


Screws.—The demand for screws is 
showing slight improvement and a bet- 
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ter volume is expected from this time 
until the close of construction work, 
Prices remain as last. 

We quote from local jobbers’ tocks: 


lat head bright screws, 80 per cen R. H. 
blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; F. [1 
screws, 72% per cent; R. H. brass rews, 
70 per cent. 

Snow Shovels and Sidewalk Scrap- 
ers.—Dealers are showing an interest 
in getting their fall stocks in shape for 
the fall trade. There is always a good 
demand for this line from the begin- 
ning of the freezing weather until the 
holidays. Prices remain as last. 

We quote from local jobbers’ stocks: 
Wood, straight handle, $5.75 per doz.: steel 
blade, straight handle, $4.75; galvanized 
steel blade, D handle, $14.40 per doz. Steel 
sidewalk scrapers, $4.10 per doz. 

Solder.—There is very little interest 
being shown for solder except by the 
repair garages. There is scarcely any 


factory demand. Prices remain as 
last. 

We quote from local jobbers’ stocks: 
Half and half solder, 22c. per Ib. 


Steel Sheets.—There is a very slight 
improvement in the demand for steel 
sheets. This is mostly noted in roofing 
sheets for more or less temporary 


structures. Stocks are ample consid- 
ering the demand. Prices show no 
change. 


We quote from local jobbers’ stocks: 
28 gage black sheets, $4.50 per cwt.; 28 
gage galvanized sheets, $5.50 per cwt 

Steel Traps.—It is as yet too early 
in the season for any demand to de- 
velop, but dealers should be getting 
stocks in shape for the fall trade and 
let the trapper know that stocks are 
being carried. Prices remain as last. 

We quote from local jobbers’ stocks: 
In dozen lots; Victor No. 0, $1.71: No. 1, 
$2.01: No. 1%, $3.05: No. 2, $4.21; Newhouse 
No. 0, $4.75: No. 1, $5.62; No. 114, $8.50; 
No. 2, $12.56. 

Stove Goods.—Jobbers report some 
interest on the part of dealers to pre- 
pare for the fall trade. There is as 
yet no retail demand. Prices remain 
as last. 

We quote from local jobbers’ stocks: 
Stove boards, crystallized, 28 x 28, $17 per 
doz.; 30 x 30, $19.10 per doz.; 36 x 26, $27.50 
per doz.; stove pipe, uniform blued, 2% gage, 
6 in., $14.19 per crate K. D.; elbows, 6 in. 
common corrugated, $1.56 per doz.: 6 in. 
adjustable, charcoal iron, $2.05 per doz.; 
dampers, cast iron, wood or coil handle, 
6 in.. $1.50 per doz.; stove shovels, japanned, 
15 in., 8c. per doz.; japanned Jumbo, 21% 
in., $1.85 per doz.: japanned Jumbo Junior, 
14 in., 90c. per doz. 


Tin Plate.—There is a slightly better 
interest being shown in tin plate, 
although sales remain of small volume. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Furnace Coke ICL, 20 x 28, $14.15; roofing 
tin. IC, 20 x 28, 8 Ib. coating, $14.50 per box. 

Washers.—There is a trifle of an 
improvement in the demand for wash- 
ers but not sufficient to show any real 
encouragement. Prices remain as last 
quoted. 

We quote from local jobbers’ s! : 
% in. wrought steel, $6.45 per cwt.; | in. 
wrought steel, $6 per cwt. 

Weatherstrip.—There is as yet no re- 
tail demand for weatherstrip. This ‘e- 
mand does not come until the first «old 
spell in the fall and then the demand 
is sudden. Dealers should prepare for 
a normal demand. Prices remain as !ast 
reported. 
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We quote from local jobbers’ stocks: 
Wood and felt, % and % in., $2.10 per 100 
ft.; 1 in., $2.85 per 100 ft. 

Wheelbarrows.—There is a better de- 
mand for wheelbarrows than earlier 
in the season, but the total sales re- 
main only of fair volume. There has 
been no further price change since last 
report. 

We quote from local jobbers’ stocks: 
Wood stave fully bolted, $36 per doz.: No. 1 
tubular steel, $7 each; No. 1 garden, $5.40 
each. : 
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Wire.—There is a somewhat better 
demand for all lines of wire and better 
demand is expected from now on dur- 
ing the fall. There has been no further 
price change. 

We quote from local jobbers’ 
3arbed wire, painted cattle, 80 rod spools, 
$3.30; galvanized cattle, $3.66; painted hog 
wire, $3.47; galvanized hog wire, $3.91; 
smooth, black annealed No. 9, $3.60 per 100 
Ib.; smooth, galvanized annealed, $4.10 per 
100 Ib. 


stocks: 


CHICAGO 


Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Sept. 1 
NE of the surest signs of business 
conditions is the theatrical box 
office. It may be a far cry from musi- 
cal comedy to stove sales and a big 
distance between drama and builders 
hardware, neyertheless what the shows 
are doing is indicative of a great deal 
in the business world. 

And they are doing fine, “thank 
you.” Chicago loop houses are playing 
near to capacity and one theater has 
broken all records for the last three 
weeks. Others are doing splendid busi- 
ness and each opening attraction seems 
to fare well. This fact remains: 
People have money and the right kind 
of sales effort will separate them from 
it. 

But it is not necessary to go outside 
the realm of actual business to find 
signs of returning prosperity. Orders 
are heavier than they have been and 
there are good indications that it is not 


just a spurt, but that there is a steady: 


turn for the better. Of course it is 
seasonable lines that are showing new 
life. And they are showing it in a 
really very good manner. 

Chicago now will be open to outside 
contractors in building enterprises and 
this should mark better business as 
there will not be the same possibility 
of agreements and duplicate bids. Chi- 
cago has long barred the outside con- 
tractor and the outside building mate- 
tials firm with the result that prices 
have been notably high here. Judge 
Landis has broken down that practise. 

Conditions in the steel field remain 
spotty. Some mills show a little more 
life but there is not much to lend 
encouragement in the general situa- 
tion. Railroads are still running shops 
at a low ebb. 

Prices seem to be a little weak on 
some lines. 

Collections are quite good. 

Improved selling of cutlery lines is 
noted while motor accessories are fair- 
ly active. Future buying is more brisk 
than it was in the mid-summer canvass. 

Auto Accessori¢s.—Dealers, at least 
some of them, report that business is 
quite good in auto accessory depart 
ments. Tires are selling well. Bump 
ers seem slow. There is some demand 
for chains. 

f.o.b. Chi 
each, $34 
standard 
jacks 


We tote from jobbers’ stocks 
aZo: Reliable Jacks, No. 46, $3 
per doz De Luxe long handled 
jacks, $6.25 each; No. 1 standard 


$2.15 each; twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
Rid-O-Skid chains, $2 to $2.65 pair; 
inner tubes, red, 30 x 3%, $2. : gray 
tubes, 30 x 34%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100, special type, 43c. each; Mica type, 
Bethlehem spark plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 5! each; 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 27c. to ach: 
Hel-Fi tractor plugs, 83c. each. A. C. Cico 
plugs, 48c. each; Splitdorf plugs, 70c. to 
78c. each; United plugs, junior, 40c. each; 
Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 


35c. e 


Axes.—Sales are better as the actual 
season approaches. Prices, the same, 

We quote from jobbers’ stocks, 
cago: Warranted quality single bitted un 
handled axes, 3 lbs. to 4 Ibs., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base: single bitted handled 
axes, $16 to $22.50 doz 

Alarm Clocks.—With the passing of 
the vacation season and the opening of 
schools orders for alarm clocks are 
coming in very freely. From Sept. 1 
to March 1, known as the dark months, 
alarm clocks sell better, of course. 

We quote from jobbers’ stocks, Chi- 
cago: America, $13.08 doz. lots, cas $12.48 
doz.; Bunkie, $25.56 doz. lots, case $24.60 
doz.; Lookout, $16.08 doz. lots, $15.48 
doz.; Sleepemeter, $17.52 doz case 
$16.92 doz 


f.o.b. Chi- 


f.o.b 


case 


lots, 


Agricultural Tool Handles.—Demand 
has not passed at this time. No price 
change. 

We quote from jobbers’ stocks, f.o.b. Chi 
cago: Agricultural tool handles, 4% X plain, 
$3.00 X bent, $5.90 XX bent, $5.35 41. 
bent hay forks, strap and ferrule, $7; 4% 
manure fork handle trap and ferrule, $7 
doz 

Bicycles and Tires.—Bicycle business 
is nearing the end of the season and 
current sales are very moderate. Pros- 
pects are for a greatly increased con- 
sumption next season, based on in- 
quiries received from dealers. Prices 
of 15% to 20% lower on bicycles and 
tires are being quoted for next season. 

Builders’ Hardware.—There is little 
change in the situation. Not much new 
work is being started. Sales are slow 
although there is, of course, some de- 
mand, but very little big orders are 
coming in. 

Cotton Gloves and Mittens.—Prices 
are just about one-half of last year’s 
peak. Sales are good and should be 
so for several weeks to come. 


We rote rom jobber toch f.o.b. Ch 
vo i-o knit wrist glove $1 doz 
| Li $1.40 


Copper Rivets and Burrs.—Copper 
metal is at practically its low record 
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price. 


Pre-war prices are ruling on 
rivets, 


Demand is extremely active. 

; We quote from jobbers’ stocks, f.o.b. Chi- 

cago: Standard sizes and packages, 50 per 

cent discount 
Chains.- 


There is no change in 
prices. 


Demand is nominal. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Proof coil chain, 1-in base, $8.50 per 
100 Ib.; American Weldiless, Lock Link and 
Tenso chains, 50 per cent off list 

Cutlery.—Immediate shipment cut- 
lery orders show a marked improve- 
ment while the interest in Thanks- 
giving goods and holiday stocks is get- 
ting to be very good. It seems to be 
the opinion of the authorities there 
will be little or no change in prices 
for some months and that buying now 
is a safe process. Stocks are low and 
interest in the line ought to be good 
for several months to come. 


Cooking Utensils—Some of the 
manufacturers of aluminum cooking 
dishes have made reductions of from 
10% to 15% in the past few weeks and 
special sales items are being offered 
quite freely. Dealers report good suc- 
cess with special sale offers on season- 
able items. 

Eaves Trough and Conductor Pipe.— 
Repair work has helped to keep up 
the volume of business which has been 
very good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago » lap joint eaves trough, $4.75 
per .; 29 gage, 3 in., corrugated con- 
ductor pipe, $4.80 per 100 ft.; 3 in 
gated conductor elbows, $1.55 per 

Files.—The new quotations are in 
effect and are helping to brace business. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10-10 per cent off; 
American files, 66%, per cent off; Disston 
files, 50-10-10 per cent off; Black Diamond 
files, 50-10 per cent off list 

Flint Paper and Cloth.—Demand has 
been brisk for painting and repairing 
use. 

We quote from jobbers’ 
cago: First quality flint paper, No. 0 
per ream; first quality emery cloth, 
$27 per ream 

Galvanized Ware.—Some such items 
as coal hods are being sold with a 
Nov. 1 dating but lines like tubs and 
pails are not being offered on any such 
terms. Business seems to be slightly 
on the gain in galvanized ware. Stocks 
are low and if there is even fair de- 
mand dealers will be forced into the 
market. 


corru 
doz. 


Chi- 
$4.50 
No. i, 


stocks, f.o.b 


Glass.—There is no increase in de- 
mand which has been and remains be- 
low the usual run of business. Prices 
show no giving away. 

We auote 
cago Single 

nt off 
per cent off 
S3 per cent off 

} per cent off 
ommercial putty, 

] ind 3 


from jobbers’ stock 
strength A 
ingle strength 
double 
double st 
putty in 
$4.10; 


Ni one doz 

Hatchets.—-The demand is steady 
but there are no large transactions. 
Prices are corrected slightly. 

\W pote 


Strengt! 


from jobber s 
, extra quality 
doz; Competitive : 
crranted shingling hatche 

npetitive forged shi 


of fair 


demand 


Hammers.—Steady 
volume continues with orders coming 
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in frequently but of small size. Prices 


are still as last reported. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers, 
$13.50 per doz.; Competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 


hammers, $4 per doz. 
Hickory Handles.—Sales are of fair 
volume and there is no change in prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz. ; 
No. 2, $2.50 doz.: finest selection second 
growth white hickory, $6 doz. ; special 
white second growth hickory, $5 doz.; No 
1 hatchet and hammer handles, 80c. doz. ; 
second growth hickory hatchet and hamme! 
handles, $1.40 doz. 


Hose—Future orders are being 
placed. There is little current business. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. molded reel hose, good quality. 
13%c.; %-in. 3-ply good quality duck hose, 
1314c.; %-in. 4-ply good quality duck hose, 
16c.; %-in. 5-ply multiple hose, 10%c 


Lanterns.—Some gain in interest is 
noted in this line, but prices remain 
strong in the face of hoped for pairing. 


We quote from jobbers’ stocks, f.o.b. Chi- 
eago: Monarch tin lanterns, hot blast, $9.50 
per doz.; No, 2 Dietz cold blast lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular lanterns, $9.50 per doz. ; 
Competition lanterns, No. 6 tubular, $7.80 
per doz. 

Ice Skates.—Selling is going on with 
good interest on the part of the dealer 
Signs are said to indicate a snug win- 
ter and should that kind of weather 
prevail we are certain to have good 
business in ice skates. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Men’s and boys’ key clamp _ rocker, 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair 

Nuts ‘and Bolts.—While business is 
not rushing it is very fair in this ma- 
terial at prices which remain un- 
changed. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large carriage bolts, 50-10 per cent 
off jist; small carriage bolts, 50-10 per cent 
off; large size machine bolts, 50-10-5 per 
cent off list; small machine bolts, 60-5 per 
cent off list: all stove bolts, 75 per cent off 
list: all lag screws, 60 per cent off list. 

Nails.—Demand is of a steady and 
fairly good sized character at prices 
that are the same. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, 3.50 per keg 
base. 

Picks and Mattocks.—Sales are al- 
ways quiet at this season. Prices are 
considered reasonable being about one- 
half of last year’s peak. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Warranted picks, 5 lb. to 6 Ib., $9.80 
doz.; regular grade, $6.30 doz.; warranted 
mattocks, 5 Ib., $11.20 doz.; regular grade, 
$7.20 doz. 

Paints.—New prices are about the 
same on linseed oil which was reported 
higher at the start of the week but the 
change was erroneous. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil in barrel lots, 87e¢ 
gal.; 5-bbl. lots, 83c.; boiled linseed oil in 
barrel lots, 89c. gal 5-bb’ S5c; pure tur 
pentine, 78c. gal denatured alcohol, 
gal.: white lead in 160-Ib 
dry paste, 7c. Ib white 
English Venetian Red 
cwt 

Roller Skates.—Prices 
quite materially reduced. 


have been 


HARDWARE AGE 


We quote from jobbers’ stocks f.o.b. Chi- 
cago: Boys’ ball bearing roller skates, 
$1.85 pair; girls’ ball bearing roller skates, 
$1.95 pair. 

Rope.—Harvesting demands having 
passed there is a lessened demand for 
rope at unchanged prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Highest quality manila rope stand- 
ard brands, 15%c. to 16%c. Ib. base; No. 
2 manila rope, 14%c. to 15%ec. per Ib. 
base: highest quality sisal rope standard 
bri nds, 12%c. to 4%c. Ib. base; No. 2 
sisal rope standard brands, 11%c. to 12'%4c. 
per Ib. base. 

Shovels and Spades.—Future busi- 
ness is being. booked at prices that are 
apt to stay at the present level for 


several months, it is said. 


Sporting Goods.—There is a large 
demand for fall sporting goods with 
every indication of an excellent season. 


Singletrees—Sales are active at 
prices which have settled about to a 
level of 60% below last year’s quota- 
tions when at the peak. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 34 in. strap end varnished single- 
trees $9 doz.; 48 in. doubletrees $12 doz.; 
10 in. neckyokes $11.50 doz. 

Solder and Babbitt Metals.—Seem- 
ingly low prices on so called “half and 
half” solder are usually due to deficient 
grading. We quote on standard mix- 
tures only. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder $19 per 100 
Ib.; Medium 45-55 solder $18 per 100 
Ib.; Tinners 40-60 solder $17 per 100 Ib.; 
High speed babbitt metal $18 per 100 Ib.; 
standard No. 4 babbitt metal $7 per 100 Ib. 


Sledges, Mauls, Wedges.—Fall de- 
mand is opening up for chopping 
wedges and mauls. A steady but light 
demand is found for the rest of the line. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Striking and B. S. 5 


sledges, 5 to 16 
Ib., $10 per 100 Ih; wood chopping mau's 
5 to 8 Ib., $13 per 


110 Ib.; common fluted 
wedges, 3 to 6 Ib., $7.50 per 100 Ib. 

Sash Weights.—Demand is very ac- 
tive at prices which are much lower 
than last spring. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ton lots, $37.50 per ton; small lots, 
$40 per ton; stock shipments, $42.50 per 
ton. 

Stove Boards.—Sales dre quite good 
at unchanged prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal wood lined square boards, 26 
in., $14.45 doz.; 28 in., $16.95 doz.; 30 in., 
$19 doz. ; Crystal paper lined stove boards, 
square, 26 in., $8.15 doz.; 28 in., $9.10 doz. : 
30 in., $10.80 doz 

Sash Cord.—Manufacturers are de- 
manding higher prices but the leading 
jobber has not advanced his quota- 
tions. 

We quote from 
cago: Standard 
$7.50 doz. 

Screws.—There is steady demand but 
it is rather light in volume. 


jobbers’ stocks, f.o.b. Chi- 
grades, No. 7 sash cord, 
hanks; No, 8, $8.65 doz. hanks. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago; Flat head bright screws, 771%4-20 pe 
cent off list; round head blued, 75-20 pe 
cent off list; flat head brass, 7214-20 pe 
cent off list; round head brass, 2 
cent off list; japanned, 70-20 
list, 


r 
r 
2 r 
70-20 per 
per cent off 


Traps. 
demand 


Indications point to a lively 
for traps this season. The 
catch of last fall was below the de- 
mand. Nearly all surplus stocks have 
been consumed and leading fur houses 
are going after pelts this year in a 
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manner that will rival 1918-1920. Prices 
for pelts are high and it is predicted 
that thousands of unemployed will en- 
gage in trapping this fall. 

We quote from jobbers’ stocks, f. 
cago: No. 0 Victor $1.71; No. ! Victor 
$2.01; No. 1 Victor Giant $2.56; No. 1 
Victor $3.05; No. 0 Oneida Jum) 
No. 1 Oneida Jump $2.75; No. 1% 
Jump $4.12; No. 0 Triumph $1.71 
Triumph $2.01; No. 1% Triumph 
No. 115 X Triple Clutch $3.25. 

Tools.—There is fair demand 
small tools at no price change. 


Wheelbarrows.—Steel leg = garden 
barrows are down 25c., the rest of the 
line is unchanged. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wood tray barrows $3 each; 
common steel tray barrows $4.50 each; 
leg garden barrows $5.50 each. 

Wringers.—There is good demand 
for wringers which are at the same 


price level. 


Chi- 


No. 1 
$3.05; 


for 


steel 


Washing Machines.—Prices seem to 
be tumbling. Some good machines may 
now be had to retail at around $110. 
Some makers are not coming down but 
others are and just what the outcome 
will be cannot be foretold. 


Wire Goods.—There is the usual 
constant demand for staple wire goods 
and prices are at the same level. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 8 black annealed wire, $3.25 per 
100 1lb.; galvanized barbed wire, $4.15 per 
100 Ib.; 12-mesh black painted wire cloth, 
$2.50 per 100 sq. ft.; poultry netting, 40-10 
per cent off; galvanized after weaving, 40 
per cent off; catch weight spool galvanized 
cattle wire. $4.15 per 100 Ib.; 8) rd. spool 
galvanized hog wire, $3.60 per spool; No. 
8 galvanized plain wire, $3.75 per 100 Ib. 


A. K. TROUT V. P. OF 
WAVERLY CO. 

A. K. Trout was recently elected vice- 
president of the Waverly Novelty Co,, 
Inc., Fifth Avenue Building, New York 
City. Early last May Mr. Trout be- 
came sales manager of the Waverly 
Novelty Co., Inc., and The Standard 
Scientific Co. Previous to that Mr. 
Trout had been sales manager of the 
H. C. White Co., with headquarters in 
New York, where he enjoyed unusual 
success as a sales executive. 

The plant of the Waverly Novelty 
Co., Inc., is at 71-73 Tenth Street, Long 
Island City, N. Y., where patent heads, 
trimmings and other accessories for 
musical string instruments and metal 
hardware specialties are manufactured. 


NEXT WEEK 
Special paint stories and 
features will appear in the 
issue of September 15. The 
fall season is here, so pre- 
pare for a big paint cam- 
paign. 
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